Here is why so many volume dealers are 
changing to the Kelly-Springfield franchise; 


1. Full and complete line. 2. f com. 
petitive prices. 3. P. 15° i ®4.No 
mail, cha Erbe ‘ore competition, 
5: cae, 
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THAT, G! VOLUME. 


Num OES! endents, changing to 
Nwolh) ingheld, have been astonished at 


the prestige of these quality tires. Don’t 


OCTOBER, 1932 


Ft aa 


overlook the effects of thirty-eight years of 
iJding and advertising quality and of con- 
ous outspoken loyalty to independent 
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Wis join the organization that is 
de growing with tie Padepen nt 
DE If interested, wiStior wire O° 
attention the iy AN Sales Manag 
how this sea pre hee is vol- 
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T’S a notable fact—the number of 
Hood Distributors who are counted 
among the outstanding tire merchants 
in their respective communities. 
Why do these leaders pick Hood 
—stick to Hood — yéar after year? 
You'll find the answer in the Hood 
franchise. You'll find the Hood Dis- 
tributor supplied with a complete 
line, correctly styled and backed by 


a famous name; with ample territory 
to sell in and a buying price that re- 
flects the savings made by the Hood 
plan of distribution. 

If you're one of the many dealers 
who has outgrown his present fran- 
chise, you'll find in the Hood plan 
new hope for the future. The Hood 
Tire Corporation, Akron, Ohio and 
Los Angeles, Calif. 


| DESIGN 


D| 
30,000 
TUBES PER DAY 


A PLANT capacity of these gigantic propor- 
tions (devoted entirely and exclusively to the 
manufacture of tubes) reflects efficiency—ef fi- 
ciency in manufacture—efficiency in quality 
maintenance—efficiency in economical methods. 


Tubes of Full Wi 5 no 
Bits Full Pade gts Y ou can profit by the efficient methods of 
Full Gauge.  Car- this factory—100,000 square feet of floor space— 


pagten Hi senalt age % and utilize its equipment as you would your 


more than actory. 


ds. 
seas Ay ES "Tat is what the largest sellers of tubes in the 
world do! They purchase tubes from Carlisle— 
= on the basis of quality and price. Their continued 
RS patronage is our greatest recommendation. 


Poot your tube manufacturing problems with 
these large tube buyers—and profit by our spe- 
cialization in tube manufacture. 


NO ORDER TOO LARGE FOR US NO ORDER TOO SMALL 


CAR - MO-JON 
TU BE CARLISLE TIRE AND 


RUBBER C0O., Carlisle, Pa. 


General Sales Department: 


CARLISLE TIRE & RUBBER CO., of ILLINOIS 
1464 S. Michigan Ave., Chicago, IL 


ESIGN DIV: 
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MADE BY THE FASTEST GROWING TIRE COMPANY IN THE WORLD 


Do you want to spend your time 
mixing into the cat and dog fight rep- 
resented by all the thousands of words and 
claims and counter-claims in the pages of tire 
magazines...or do you want to deal with a 
company that has kept clear of the whole 
mess... get a square deal and right 
prices... sell tires and make money? 


"Tue Pharis proposition 
remains the one clear note 
in all this terrific confusion 
and noise... For 20 years 
the Pharis Company has fol- 
lowed sound palichea that how place us in a position to offer the dealer high-grade FIRST- 
LINE tires at prices no one else has so far shown themselves able to equal. Our factory 
is running day and night, seven days a week. Our dealers are making plenty of money. 
You can be one of them and get rid of your worries. All we ask is a chance to tell you 
about it. Write us today. 
THE PHARIS TIRE AND RUBBER COMPANY * NEWARK, OHIO 


PHARIS sires 
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HE SAYS: 


"Do you realize that more vul- 
canizers read your 'Man in the 
Shop' page and accept or re- 
ject the ideas it offers than 
any other trade literature that 
comes to their attention? | 
know this because | have been 
in and have worked in over 20 
tire shops in Pennsylvania, Ohio, 
Michigan, Indiana, Illinois and 
over into Ontario and | found 
TIRES in every shop."—G. Ken- 
neth Shirk, 1935 Gratiot, De- 
troit, Mich. 


And Mr. Shirk is but one of 
thousands of tire repair shop 
workers who recognize TIRES as 
truly their trade magazine. 


Telephone: MOhawk 4-1760 
Cable Address: Elbill, New York 


President, Raymond Bill; Vice-Presi- 
dent, J. B. Spillane; Vice-President, 
Randolph Brown; Secretary-Treasurer, 
Edward Lyman Bill; Comptroller, T. 
J. Kelly; Assistant Secretary, E A. 
Hembd#; Assistant Treasurer, Wm. A. 
Low. 


You can’t ignore 


THE GREATEST NAME 
TUNE IN: 


Goodyear invites you 
to hear the Revelers 
Quartet, Goodyear 
Concert-Dance Orches- 
tra and a feature guest 
artist every Wednesday 
night, over N.B.C. Red 
Network, WEAF and 


Associated Stations MORE PEOPLE RIDE ON GOODYEAR 
6 TIRES for 


these facts! 


There should be no question in your 
mind as to which is the best tire to 
sell. 


The public has answered that ques- 
tion for you by voting Goodyear 
Tires first-choice by a margin of 
more than 2 to 1. 

As the public votes, so the public 
buys! 

For the 17th consecutive year the 
public is buying more Goodyear 
Tires than any other kind — by 
millions! . 


For the 17th consecutive year 
Goodyear dealers as a body are 
selling more tires than any other 
body of tire dealers — by millions! 


And remember: no matter what 
price a customer wants to pay, there 
is a Goodyear which sells at that 
price! 


Weigh these facts and you must 
inevitably come to this conclusion: 
“Why should I sell any second- 
choice tire, when FIRST-CHOICE 
costs no_ more!” 


IN RUBBER 


> 


y 
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EAR 


TIRES THAN ON 


Copyright 1982, by The Goodyear Tire & Rubber Co., Inc. 


ANY OTHER KIND 
7 


rae PRESTONE 


THE coming of winter will see Eveready 
Prestone advertising blanket the country... 
20 national magazines with a circulation of 
nearly 16 million .. . over 7500 billboards 
in 1569 cities . . . 355 newspapers with a 
circulation of 11 million—all timed to meet 
the cold-weather waves. 

Every dealer handling Eveready Prestone 
in 1932 will get a complete kit of selling 
helps. This big package contains an outdoor 
and an indoor banner, window displays, 
reminder buttons, protection chart, dealer’s 
manual and consumer literature. 

Tie-in with this tremendous Eveready 
Prestone parade of advertising. Here is the 
best advertised anti-freeze on the market — 
and the easiest to sell. Its high concentration 
makes it the most economical in the long 
run. Eveready Prestone also does double 
duty by preventing rust and corrosion in cooling-systems. Sales 
move quickly. Customers stay sold. You can recommend Eveready 


Prestone without worrying about the question of comeback. 


NATIONAL CARBON COMPANY, INC. General Offices: New York, N. Y. 
BRANCHES: CHICAGO ~NEW YORK * SAN FRANCISCO 
Unit of Union Carbide UE] and Carbon Corporation 


8 . TIRES for 


PARADE has 


Va WA { 
AGS] uctrs YOUR 
CONCENTRATED ea CDR. SRFE 
AAIVFRERTE, A, iL WINTER 


A Sopeka Da; ‘ 
Oe Daity Gapitay 
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JOIN wich FIRESTONE 


for INCREASED SALES 
and PROFITS 


Tue Firestone Franchise has out- 
standing features which give you big 
advantages. Firestone has a complete 
line of products enabling you to offer 
dependable One-Stop Service. Market 
possibilities are increased from $25 to 
$300 per car. Firestone policies are 
clean-cut, aggressive and business 
building. Firestone never has built and 
never will build tires for mail order 
houses or others to distribute in unfair 
competition with the service-giving 
dealer. 

In addition the Firestone Franchise 
gives you other basic helps to increase 
your business and profits: 

I. Firestone products have Extra Values 


which enable you to offer your cus- 
tomers more for their money. 


2 A One-Stop Program that provides a 
complete and balanced business. 


3 Consumer Acceptance of Firestone 
Products—Advertising that reached a 
total circulation of 600,000,000. The 
effectiveness of this advertising is best 
shown by the fact car owners bought 


Copyright, 1932, The Firestone Tire & Rubber Co. 
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more Firestone Tires in 1931 while the 
industry, as a whole, sold considerably 
less. Again in 1932, car owners are buy- 
ing more Firestone Tires than ever 
before. 

4 A competent dealer planning division 
to help you select a location, to supply 
plans for building the type of station 
suited to the property and location. 

5 Training schools for you and your 
employees. Sales, Tire Repairing and 
Recapping, Brake, Battery, Spark Plug, 
Lubrication Schools, taught by experi- 
enced men who know the subject they 
teach, both in theory and in actual 
practice. 

6 A modern One-Stop Laboratory for 
testing products you need in the opera- 
tion of a One-Stop Service Station. 


The Firestone Franchise is complete 
in every detail. It will point the way to 
increased volume and profit. Join with 
Firestone and increase your business. 
A card to “‘Firestone,”’ Akron, Ohio, or 
Los Angeles, California, will bring you 
full details about the Firestone Fran- 
chise. 


Firestone 


TIRES * TUBES ¢ BATTERIES * BRAKE LINING 
i eee eee es aS 
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No Other Company Offers 
Such Big Advantages 
and Extra Values 


{ a a 
| Firestone 
Wien TEs? 

TOP DRESSING 


: = 


SPARK PLUGS « RIMS « ACCESSORIES 
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An Open Letter to the 


N. T. D. A. 


Conshohocken, Penn., October 15th, 1932 
Gentlemen: 


November 14th, 15th and 16th are big days for you—for then 
you will be assembled in your great National Convention. We hope 
that you, individually and collectively, will not adjourn until you 
have agreed to fight together for a Code of Ethics which will better 
the standard of retailing, and permit profits. 


Then we feel confident that you will look back on these dates 
as the turning point in your business, The stage is all set; tire prices 
have already advanced, other increases seem imminent. Credits are 
improving; commodity prices advancing; the public is turning from 
price to quality! And, because no tire manufacturer is more vitally 
interested in the success of the independent dealer, no tire manufac- 
turer has greater cause to congratulate you upon improving conditions 
than LEE of Conshohocken. 


Here at Conshohocken we manufacture tires 
for the replacement market only—no jobber, 
mail order or special brand tires, And we have 
been able to make first quality tires which you 
can sell to compete with special brand and 
second line tires and still earn a living profit. 
And that, gentlemen, is why LEE dealers have 
universally enjoyed a prosperous 1932. For, 
above everything else, we are practical tire men, 
looking at your problems from your side of the 
ence. 


help you. 


Cordially yours, 


A. A. GARTHWAITE 
General Manager, 
LEE—of Conshohocken—Penna. 


GENERAL OFFICES: CONSHOHOCKEN, PA.,U. S.A FACTORIES: CONSHOHOCKEN, PA 
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Consequently, if you are not happy, 
we urge you to write us for our prop- 
osition — we are confident we can 


MAKE SOME EASY MONEY 


Regrooving Worn-Smooth Tires! 


MANY car owners cannot afford new 
tires just now, when their present tires 
are worn smooth. But they do want TIRE 
SAFETY, and they can afford a RE- 
GROOVING job at 50c to $1 per tire— 


which you can do in five minutes or less. 


REGROOVING gives baldheaded tires a 
new non-skid tread—restores safety— 
prevents stg eg steerin; 
easier—renews the appearance — an 
releases the many miles of service 
left in them. 


PCO 


TIRE GROOVER 
Pays For Itself 
In a Few Days! 


It is a marvel of simplicity, speed, ac- 
curacy—and the best value in the field, 
because of its astounding low price. Tire 
men, service shops, brake specialists, 
car dealers everywhere are finding the 

PECO a little gold mine! 

It is portable—weighs only 100 pounds. 

It takes tires up to 38 x 8/4. 

Ithandles tires on any wheel orrim with 
ease and speed. Ordeflated tires, with 
a special attachment. 

It cuts clean, uniform grooves of any 
desired number or depth—without 
smoke or dust. 

It is quick and easy to slip the tire in— 
then turn the handle—ten seconds, 
one groove! Three grooves, one dollar! 


Easy as turning 
the handle 


applied for 


INVESTIGATE! Ask your jobber; or mail the coupon 


to the manufacturers. 


PECO MFG. CO., HOPE ST. AND INDIANA AVE., PHILADELPHIA, PA. 


Please send me more details and price of thi 


SEND NOW 
FOR THE 


ie PECO Tire Groover. 
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In Sales—In Dealers—In Dealer Profits 
and in Great Opportunity For You! 


At Corduroy the swing is upward! 


Up go the number of dealers selling 
Corduroy Tires. During the first nine 
months of 1932 more than 1,500 new 
dealers have signed up with Corduroy. 


Sales have gone up. These new dealers, 
and thousands of loyal old ones, have 
poured in orders. Sales charts look like 
mountain peaks. 


Up go prospects for the future. Com- 
modity purchases were made at the 
lowest levels. There is rubber and 
cotton on hand for two years' full 


production. Corduroy can meet any 
competition of price with price. 


Up goes the value of the Corduroy 
franchise. Independent tire dealers 
can make money selling Corduroys. 
Corduroy sells no chains—has no fac- 
tory branches—maintains no factory 
outlets. Corduroy is the champion of 
the independent. Corduroy is suc- 
ceeding because it enables others to 
succeed, 


Up will go your sales and profits when 
you handle Corduroy Tires. Write for 
full particulars and sensational prices. 


CORDUROY RUBBER COMPANY, Grand Rapids, Mich. 
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Go To Atlanta 


N to Atlanta should be the slogan of every independent tire 

dealer in the country. Every tire merchant who has the 
proper interest in his business should attend the convention of the 
cle Tire Dealers Association in Atlanta, on November 14, 15 
and 16. 


This will be the thirteenth annual gathering of retail tire mer- 
chants under the auspices of the NTDA and it warrants the whole- 
hearted support of all tire men, manufacturers as well as dealers. 
The Atlanta convention really promises to be constructive in 
character. 


NLIKE gatherings of the last few years, it is to be dominated 

by dealers. The program set up by President Barry and 

Secretary-Manager Trimborn calls for dealer discussions on the major 

problems of the trade and the presentation to the tire manufacturers 
of a series of recommendations that cannot very well be ignored. 


They will cover practices that have been the root of the inde- 
pendent dealers’ problems. 


It is refreshing to again find the NTDA in a mood to declare 
itself frankly on the activities of the manufacturers. We do not 
advocate radicalism, but we feel better about the future of the 
national dealer organization when it speaks out about matters that 
should not be side-tracked or ignored in an attempt to be diplomatic. 


The NTDA apparently is energetically taking up the battle of 
the independents. It is up to the dealers now to back the NTDA 
with their attendance in Atlanta next month. 


po 


Editor. 
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Independents 


Can 


Beat 


the Chains 


ie ET’s recapitulate before proceeding 
farther in our effort to set tire 
problems before independent dealers in 
their proper light. 

In previous installments we have es- 
tablished these facts: 


|. That mail order and special brand com- 
petition is here to stay. 

2. That three of the Big Four manufac- 
turers make tires for such competitive 
ae and so if one doesn't another 
will. 

3. That the way to meet competition is to 
meet it Head on rather than by throwing 
up your hands and hollering “enough.” 


The merchandising of tires does not 


differ greatly from the merchandising’ 


of other commodities. 

There are many successful tire mer- 
chants, independent dealers, throughout 
the country. Their businesses have re- 
turned them substantial profits, they oc- 
cupy important niches in their respec- 
tive communities and they operate on 
high planes of responsibility and effici- 
ency. 

The successful tire dealer first builds 
up in his community a general reputation 
as a merchant and for the quality of 
the goods he sells. He establishes his 
store or service station in a convenient 
location, readily accessible to the tire 
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trade. Then he advertises the thing he 
has to sell—keeps his name, his location 
and his merchandise before the public. 
He does not spend much time cursing 
mail order and chain store competition 
or nursing a defeatist complex. He 
thinks about HOW to get business 
rather than why it can’t be gotten. He 
becomes an integral part of the com- 
munity and is regarded as a member in 
good standing. 


Havixc done this he has a big 
jump on the chain store or mail 


order merchant, because the latter is not 
regarded as a part of the community but 
rather as an outsider locating there for 
the single purpose of taking what he can 
get and with no thought of community 
welfare or neighborliness. 

Home town folks work together, es- 
pecially if they are encouraged to do so. 

Five general points sum up the job 
of the independent tire dealer: 


1. He should have a convenient location, 
neat and attractive. 


2. He should specialize in courteous, ef- 
fective, personal service to the buyer. 
3. He should keep his merchandise com- 
petitive in price. 
TIRES for 


Tes is the third in a series of 
articles TIRES is presenting in a 
program designed to restore sanity 
and harmony to the rubber industry. 
As a part of this campaign it has be- 
come necessary for TIRES to debunk 
what it believes to be the hysterical 
and illogical campaign being waged 
by "India Rubber & Tire Review" in 
connection with the mail order situ- 
ation, and against Goodyear and 
Sears, Roebuck in particular. 

TIRES does not normally concern 
itself with the activities of a com- 
petitor but, in this instance, it be- 
came apparent to us that "India 
Rubber & Tire Review" has been 
demoralizing dealers through its 
method of treating the mail order 
problem.—Editor. 


4. He should aggressively solicit business, 
inside and outside of his store. 
5. He should advertise consistently. 


If he will do these five things and do 
them well, he need have no fear of any 
brand of competition. To be sure, the 
independent is not likely to sell all the 
tires in his community. But he is going 
to get his share of the available business 
and probably a lot more. 


‘| chain store manager is a paid 
man and, quite often, not especially 
well paid. 

He stays in his store and takes orders, 
The local dealer leaves his store, goes 
out into the streets for prospective tire 
purchasers, calls them by their first 
names and gets them in for demonstra- 
tions. We need not elaborate on the 
difference between an order taker and a 
salesman. 

The local dealer is quite flexible in 
the matter of organization, service, ad- 
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vertising, credit and so on. The chain 
store manager operates under fixed rules 
laid down for him by a remote boss who 
has no particular grasp of peculiar local 
conditions. 

Considering the straight mail order 
business, the consumer knows and the 
independent should not forget that you 
can’t mount a tire by mail. Nor can 
you giye by mail the changing, inflation, 
inspection and other services so essential 
to the buyer. But there is no limit to 
the service an independent dealer can 
give along this line. And the ability to 
give such service is of inestimable value 
to the independent dealer in meeting 
and beating mail order competition, 
whether it actually involves use of the 
mail or is of the store variety. 


A\ GGRESSIVE flexible policy plus 


local connections are the prime 
weapons an independent dealer has in 
combating mail order competition. They 
are his—exclusively. 

The shrewd independent will recog- 
nize the truth of what we say. He will 
concentrate his energies on taking ad- 
vantage of these outstanding factors in 
his favor rather than moping around 
about a competitive set-up which, by its 
very nature, starts out with a handicap. 

We have said before and we repeat 
now that the greatest service we can 
render the independent dealer is to pro- 
mote harmony. 

Continued bitter attacks upon in- 
dividuals and companies and the con- 
tinued arraying of one group of manu- 
facturers against another prolong the 
period of strife in the tire industry, delay 
the day when cut-throat competition can 
be ended. 

A sane attitude on the part of tire 
dealers will do much to restore harmony 
and common sense among manufactur- 
ers. 
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EDITOR’S 


MOHAWK HAS THE 
ANSWER 


G W. SPAHR, vice-president of 
™ the Mohawk Rubber Co., 
Akron, is one executive in the industry 
who is not an alarmist when it comes 
to considering the future of the inde- 
pendent tire merchant. He has had 
considerable experience in the mer- 
chandising of tires and knows tire 
dealer problems, so when he speaks or 
writes about the independent dealer's 
position in the business logical conclu- 
sions can always be recognized. 

In a booklet issued by Mohawk, Spahr 
answers the question "Is There a Future 
for the Independent Tire Dealer?" in a 
decidedly affirmative way. It is not 
just a "yes'’ answer, for the booklet 
analyzes the position of the inde- 
pendent in connection with "chain" 
and other forms of competition in mer- 
chandising fields foreign to the tire 
business. 

Spahr proves that the independent 
can survive the business aggressiveness 
of the various chains. 


W: thoroughly endorse Mo- 
hawk's booklet because we feel 
that every tire retailer can read it and 
profit therefrom. Spahr holds that 
what the independent dealer needs 
most now is courage. "I am not much 
in sympathy with the ‘viewing with 
alarm,’ ‘crying for leadership' inspira- 
18 


tional type of publicity," he says. "'l 
think the sooner everyone in the tire 
business stops worrying about all the 
terrible conditions we have to face, and 
begins to spend his time in ordinary 
everyday work, the sooner we will all 
begin to make more money and get our 
industry back on its feet." 

There is sense in that statement, just 
as there is in Spahr's answer to the 
question about the future of the inde- 
pendent tire merchant. 


“CHAIN” COVERS THEM ALL 


[: is not a simple matter to evolve a 
generic term to describe the various 
forms of competition encountered by 
the independent tire merchant. There 
are mail order houses and stores, tire 
manufacturer-owned stations, 49-51 
establishments, M and M stations, 
automotive chain stores, oil chains and 
department stores. 

They all compete with the independ- 
ent tire man. They have one common 
feature and that is that they operate 
as groups or chains. 

So that our readers will understand 
that we are referring to all these tire 
outlets and not one particular class 
when we mention them, TIRES has de- 
cided to designate them as "chain" 
competitors. 

Hereafter when you read about 
"chain" in TIRES bear in mind that we 
mean the above mentioned forms of 
tire dealer competition. 
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COMMENTS 


DEALERS GET YOUR PRICE! 


Tear tire dealers are not inclined 
to take full advantage of their op- 
portunities is evidenced by the dis- 
appointingly large number of them that 
have not put into effect the September 
price lists, They are still selling to the 
consumer at the old prices. 

This is unfortunate and difficult to 
understand. For six years dealers had 
nothing but a series of price reduc- 
tions to worry about. Then when the 
trend changed and prices moved up- 
ward, but still remained well below the 
level they should be at, the trade, or a 
large part of it, refrained from offering 
higher quotations to the tire users. 

It is true that the old prices prevail 
chiefly in the larger cities, but the 
practice is general enough to be dis- 
couraging. 


Wau tire costs lower than ever 
before, it should not be a seri- 
ous matter to convince consumers that 
an increase is in order. Perhaps the 
tradesmen have become so accus- 
tomed to selling on a "price" basis that 
they have not got the courage to 
change their practices. 

Fear of competition and heavily 
stocked dealer shelves may have had a 
bearing on the unfortunate situation 
developed during the past month, but 
it is about time that tire dealers worried 
more about their own individual busi- 
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ness and less about what their com- 
petitors are doing. 

We believe that the price advance 
of September 12 was but the first step 
in bringing tire costs to a sensible and 
profit-producing level. What the in- 
dustry needs most to put some enthu- 
siasm into it are several more price 
boosts. 

Dealers, get wise and get your 
proper price! 


WORKING FOR BATTERY 
DEALERS 


How an association of manufac- 
turers can work effectively in the 
interests of the merchandisers of their 
products is described by R. D. Mowry, 
president of the National Battery Man- 
ufacturers Association and now also 
president of the Universal Battery Co. 
In an article in this issue of TIRES 
Mowry tells of the functions of the 
NBMA and it does not require close 
treading to sense how every move of 
the various committees of this organi- 
zation proves to the advantage of the 
dealer and service station operator. 

We believe that if every organiza- 
tion were as frank as the NBMA in 
bringing to light just what it is doing 
to benefit its industry or trade there 
would be greater confidence in associa- 
tion activities. 


Moraine 
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These Dealers Successfully 


Ever since the Forer Tire Co. started 
in business in Los Angeles, 15 years 
ago, to operate a retail store, aggressive 
advertising has played an important part 
in its operation, newspapers being the chief 
medium used. But, in tune with the times, 
the company determined, a year and a half 
ago, to have a fling at radio, 

Beginning modestly with time signals and 
one weekly broadcast, the tire store is now 
on the air over two Los Angeles stations 
six times a week, five evenings with a 
half-hour program of songs and music, and 
Thursday evenings with a full hour min- 
strel show. 

The results of these broadcasts have been 
very beneficial, according to Charles Spitz, 
co-owner, with Morris Klein, of the Forer 
Tire Co. 

“We operate a credit business,” states 
Spitz, “having 25,000 accounts on our books 
at the present, with a continual increase in 
number, and our check-up on the radio is 
through applications for accounts made by 
new customers. On the blank there is a 
space to be filled in, asking how the ap- 
plicant heard of our company, or who rec- 
ommended us to him. The majority of the 
answers now state that the newcomer be- 
came familiar with our store by means of 
our radio program. 


Mr 
HE way in which we operate our 
broadcasts does not bring in immedi- 


ate results. We offer no premiums, no 
special sales, and for that reason we do not 
have people flocking into the store, as a 
result of the programs over the air. 
“But we have planned our advertising 
deliberately to avoid any such rushes, since, 
in a credit business, a merchant cannot 
handle many people at one time. What he 
wants is a good, steady trickle-of customers 
in and out of the store all day long, and 
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Radio Sells 


Tis east 


Consistent Use of the Air as Sales 
for the Forer Tire Co., Which Spends 
Programs and Has 25,000 Accounts on 


By 
KATHERINE DOYLE - 


that is what radio has been bringing us. 

“Radio advertising is a steady grind, to 
make an impression on the public, and to 
be a success must be continued. 


PLENTY OF COMPETITION HERE 


The Forer Tire Co. has plenty of 


competition in its Los Angeles terri- 
= Here is what it must contend 
with: 


5 mail order chain stores 
20 company-owned chain stations 
2 automotive chain stores 

4 oil chain stations 


And it has met this formidable 


competition first through a special- 
ized merchandising plan—time sales 
—then a good location, advertising 
and personal contact. Service and 
price are minor factors in the Forer 
company’s success. 
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Meet “Chain’’ Competition 


Tires for 
Credit Firm 


Stimulant Has Brought Big Returns 
as High as $3,750 a Month on Radio 
Its Books as Credit Buyers of Tires 


a“ 
\W/= spend approximately $3,750 a 
month over the air, our minstrel 
show on Thursday evening alone costing 
$750 a performance. There are 16 in the 
act and a 16-piece orchestra—no mean item 
of expense. 

“Tn addition to the many thousands who 
hear the show over the air, 750 persons 
each week see the minstrels in person, by 
means of tickets given out for each per- 
formance. This announcement of free 
tickets is made over the air and through 
the newspapers, and every ticket is claimed 
each week, with people clamoring for more. 

“The show is put on over KFWB, the 
Warner Brothers radio station in Holly- 
wood, and is given on one of the stages 
on the motion picture lot. Minstrels are a 
novelty nowadays, and people pack the 
auditorium to see the performance. If they 
like a certain act they clap for it, just like 
in a regular theatre. The comedians are all 
blackface, of course, and do the acts up in 
true darky style. 
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we 
| only requirement that a person 
must meet, to secure a ticket for the 
performance, is that he must come to one 
of our stores, where it is given to him. This 
trip to our establishment makes him 
familiar with our location and the type of 
business we conduct. While he is in the 
store we take his name and address, and in 
that way have a check on how many people, 
who see our show, later become our cus- 
tomers.” 

Prior to the formation of the Forer Tire 
Co., Charles Spitz was engaged in buying 
bankrupt stocks, turning them for profit. 
Among other merchandise, he one time pur- 
chased a consignment of tires, made money 
on them, and gradually worked into tire 
jobbing exclusively. Fifteen years ago he 
went into tire retailing, at which time Moi- 
ris Klein joined the company. For the last 
seven years the firm has operated a credit 
business, having three stores in Los Angeles 
and one in Glendale, Cal. 

The reason that many other companies 
have attempted to sell tires on credit, but 
have failed, is due either to insufficient 
financial backing or unfamiliarity with the 
business, according to Spitz. 


a“ 


THINK one of the reasons we have 

been able to stay in a field that others 
have tried without success is that we have 
been solidly financed from the very first,” 
he says. “In the credit tire business you 
must have cash to operate. Since we first 
started our retail store we have never lost 
a discount—that is where we make part 
of our money. 

“The credit business is an entirely dif- 
ferent proposition from outright purchase, 
and it is my opinion that the two should 
not be mixed, especially in tire sales. A 
merchant should specialize in either one or 

(Continued on page 24) 


21 


These Dealers Successfully 


Close Follow-up Nets 
Sales for Andre 


Personal Contact and a Close Check on Prospects Help 
This Butler, Pa., Dealer Keep His 1932 Sales Ahead of 
Those of Last Year—A Simple System Keeps Him Informed 
By 
EBER C. SHOLES 


Meet ‘‘Chain’’ Competition 


Sampson, John= 345 N. McKean St. Sold Two 1/26/31 

Simpson, Harry- 456 S. Main Ste, Sold One 2/3/31 18x5 250 
Shaw, Stephen=- 154 N. Sixth St., Sold Four 3/6/31 119x525 
Smithfield,Jesse- 621 We Brady Ste, Sold Two 3, 10/ 31 19x5 50" 


John Smith 126 North Main St., Butler. Pae LiceNo. 8870 R 5/1/32 
Two resr tires bald. Fronts Good. 
Size 19 x 5.50 Firestone 
Telephone 12379 
Circular sent by mail 5/10/32 
Personel Contact 5/13/32 by telephone. 
Good prospect for fires in two weeks. 


(jasoune and oil can and does sell 
tires for Ray Andre, Butler, Pa., 
service station owner and tire dealer, by 
the use of a unique system now in opera- 
tion at his two large service stations. 

Andre has what he terms “the personal 
contact” system, that can be installed, with- 
out much cost, in all types of service sta- 
tions handling tires. The system has proven 
to be a very valuable one, with Andre re- 
porting sales during the first six months 
this year in excess of those for the same 
period last year. 

Each service man at the Andre stations 
has instructions to be on the alert and ob- 
serve the condition of all tires on every 
car that stops for service of any kind, or 
on any car that should happen to stop 
within view of the service man. 


| service men are watchful for all 
“bald-headed” tires and each man 
makes a record of the case, giving the name 
of the owner and make of machine, if 
known. If the owner is not known to the 
service man, the license number is secured 
and placed on a small card index file with 
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other data. The index permits Andre to 
keep his information alive and up-to-date. 

For one dollar Andre can secure the 
name and address of 20 automobile owners 
whose license numbers he sends to an in- 


HERE'S ANDRE'S COMPETITION 


Ray Andre, Butler, Pa., has all 
forms of chain competition to meet 
in his trading area, a mail-order store, 
three chain stores, three gas chain 
stations and a tire company-owned 
station. The company-owned sta- 
tion, he says, provides the stiffest 
competition. 


formation bureau at the State Capitol in 
Harrisburg. 

After receiving the necessary informa- 
tion from the bureau, the station owner 
sends an illustrated circular to the person, 
to pave the way for a personal visit or a 
telephone call. This is done to get the 
idea of tire buying in the mind of the 


TIRES for 


Personal Contact 5/28/32 


Sold two General Tires 5/28/32 


Jaw Coelimer — — — —~ 


Credit--Attendant Remus 


Above, the record of the conversion of a prospect,into a customer, showing the procedure 


followed in placing "John Smith" on the books to the credit of Attendant Remus. Upper 
section shows form used in listing annual record of customers. 


prospect and does not alone produce sales: 

Andre does not believe that newspaper, 
direct mail or circular advertising will sell 
tires, but that it should be used only as a 


“means of paving the way for the personal 


contact. 


HERE'S ANDRE'S ANSWER 


The only appeal Andre's com- 
petitors have is price and Andre has 
little difficulty offsetting this 
through his highly developed per- 
sonal contact program and the qual- 
ity of his service. Personal contact 
is the ace that counters the com- 
petitors' tactics. : 


In a recent newspaper advertising pro- 
gram it was found that only two. sales 
could be traced to the campaign. Andre 
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has found that the keen competition in 
nationally known tire brands can only be 
overcome by personal contact with the car 
owner. 

Cars parked along the street are also 
observed, and in many cases after the lead 
has been followed through to completion 
this particular car owner responds to the 
personal interest taken in him, and buys 
gasoline and oil at the Andre stations. 

“Every product and service that I have 
today is. used to sell other products,” Andre 
explained. F 

Special tire sales are also approved ‘by 


‘Andre, but even such attractive offers as 


liberal. allowance on old tires and a reduc- 
tion in price for a certain period do not 
bring in the results that the personal con- 
tact system has obtained. This tire dealer 
claims that by personal contact the service 
station operator has a year-around proposi- 
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ta 


They Beat “Chain” Competition 


A small Kardex cabinet brings the records to 
Andre's attention in a moment. 


tion to work upon which will keep business 
going every month of the year, instead of 
just during normally active seasons. 

The front windows of each service sta- 
tion are used to sell tires through attrac- 
tive displays. Small, neat signs are posted 
at various points to attract the car owner. 


\Y/ net competitive tire dealers are 
doing and their volume of business 
does not worry Andre, whose theory is to 
concentrate entirely on his own business, 
and let the other fellow take care of his 
own affairs. His long experience in the 
service station field has taught him to de- 
vise the best plan of action, and to follow 
this plan through to completion before 
casting the plan aside for something that 
seems to be better at the time. 
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“There may be many ways to sell tires, 
but I believe my plan to be successful, with 
gasoline and oil selling tires, and tires sell- 
ing and making new customers for gasoline 
and oil. At least I have proven it to be 
worthy in my case,” Andre concluded. 


Radio Sells Tires for 
Credit Firm 


(Continued from page 21) 


the other, since there is a certain angle in 
credit operation that the man who does not 
do a large business on the deferred payment 
plan does not have. There is some loss, 
to be sure, in credit business, but familiar- 
ity with the work tends to lessen losses. I 
should like to see more people in the credit 
tire business, for competition would help 
our sales greatly. Other credit men would 
advertise, we would advertise, and the com- 
bined promotional efforts would make peo- 
ple credit-minded in tires. 


“ 


N addition to the sale of tires, we operate 
a large brake shop on the credit plan, 


this department tying in well with our main . 


line. When a man buys a set of brand 
new tires we ask him, ‘How are your 
brakes?’ and since he wants to do every- 
thing to promote the life of his new tires, 
he will usually tell us to take a look at his 
brakes. 

“We have always encouraged the idea 
of customers coming into the store to make 
their payments, instead of mailing in their 
checks, because in that way they are likely 
to buy additional merchandise while in the 
establishment. 

“Once an account is opened up, it is an 
easy matter for a merchant to sell the cus- 
tomer more goods. That is why we have 
from time to time added new items to tempt 
our clientele, with marked success.” 
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Constructive Program 
for NTDA Convention 


Dealers to Monopolize Three Days' Session of National 
Organization at Atlanta—Recommendations to Tire Makers 
to Cover Price Lists, Commitments and Oil Stations 


By 
JERRY SHAW 


NDEPENDENT dealer problems, pre- 
sented by dealers, discussed by dealers 
and perhaps solved by dealers, are to be 
the foundation of the Thirteenth Annual 
Convention of the National Tire Dealers’ 
Association at the Atlanta Biltmore Hotel, 
Atlanta, Ga., November 14, 15 and 16. And 
in the solution of these problems the deal- 
ers are to pass on to the tire manufacturers 
certain recommendations having a bearing 
on conditions in the retail field. ‘ 
If present plans of M. J. Barry, presi- 
dent; Norval P. Trimborn, secretary-man- 
ager and other officers of the NIDA ma- 
ture the Atlanta gathering of tire mer- 
chants will be truly constructive. The con- 
vention is not to be crowded with speeches 
and the delivery of papers by representa- 
tives of the manufacturer’s side of the in- 
dustry. There are, of course, to be talks 
by prominent tire executives, such as F. A. 


Seiberling, president of the Seiberling Rub- 
ber Co., but the major part of the three 
days is to be devoted to an exchange of 
views on the part of dealers. 


Cm NTDA gatherings in the 

South have been marked by large 
dealer attendances and it is therefore ex- 
pected that the Atlanta convention will es- 
tablish a new record for the number of re- 
tailers present. President Barry has issued 
a call for all independent dealers interested 
in the welfare of their business to take part 
in the convention. 

In a statement released by NTDA head- 
quarters, it is said the convention will be 
called upon to give consideration to definite 
trade problems with the hope that the fol- 
lowing recommendations can be made to 
the tire manufacturers: 


——————————————————————————————— 


eee 


* Wh buy your railroad ticket to Atlanta for the convention 
Get Railroad don't fail to at as a "Convention Certificate." This will entitle you 


Certificate 
OCTOBER, 1932 


to a half-rate fare on the return journey. One hundred ela 
are required to earn the reduced return fare. Get your certificate! 
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THESE KEYS 


TO PROFITS 
CAN BE YOURS 
WITH 


TEMPERED RUBBER—The toughest, long- 
est wearing tread compound that ever 

I rolled aroad. People are actually asking 
for Tempered Rubber—an exclusive U.S. 
advantage THAT SELLS! 


@ THE FAMOUS PITTSBURGH TEST—A 


is 
(iia) em 
DE 


< 


nationwide survey by the Pittsburgh 
Testing Laboratory proved that U. S. 
Royals give 7% to 15% more mileage 
than three other leading makes. That, 
surely, is an advantage THAT SELLS! 


LATEX-BONDED CONSTRUCTION—Ex- 

@» clusive with U. S., this construction pro- 

| vides the strongest cords and produces 

a carcass more rugged, tougher, longer- 

wearing than any other. And that, too, 
SELLS TIRES! 


| 


v 


Rubber 


lt 


Uy a : iter, Most any reputable line of tires furnishes one or two of the Five Keys to Profits. But 
ee you needall five! Only with the U. S. franchise can you getall five. Here's the evidence: 


CHOICE OF MOTOR CAR MAKERS— 
The makers of 75% of the motor cars 
built in this country choose U. S. Tires as 
factory equipment. Such an overwhelm- 
ing endorsement by men who know, is 
another exclusive U. S. advantage 
THAT SELLS! 


SAFETY —The exclusive tread design of 
U. S. Tires—rugged rubber blocks that 
grip the road on the cog-wheel principle 
—gives-the surest anti-skid known. 
Tempered Rubber prolongs the endu- 
rance of that tread. Latex-bonded cord 
construction assures extreme carcass 
strength and durability... These three 
exclusive advantages, together, mean 
SAFETY—a safety THAT SELLS! 


Thus, the U. S. franchise actually offers you all five of the Priceless 


Company 


tre T E M P E R E D R U B B E R : - eS Se } Keys to Profits. To get them, you need only—write, today, for details. 
SS Ee 
United States 
WORLD’S 
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LE AGRAG, ExSeT @ PRODUCER OF RUBBER 
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ers of the Preferred Wholesale Price 
List as exceedingly detrimental to the best 
interests of dealers, because of the well- 
known and accepted fact that a preferred 
price list to large users inevitably becomes 
the going price to all classes of commercial 
business; and the substitution therefor of 
the suggested Resale Program issued De- 
cember 1, 1931, with only retail and whole- 
sale lists; preferred accounts then to be 
handled on a wholesale basis by dealers 
with a rebate direct from the manufacturer 
to the large user. 


* * * * * 


[) sscovtmvance by manufactur- 


( ANCELLATION, by merchandise 

credit or otherwise, of existing di- 
rect contracts between tire manufacturers 
and large users at prices which entirely ex- 
clude all dealers from such business, Such 
contracts rarely expire on expiration date, 
and as a matter of fact, new contracts of a 
similar nature are continually being en- 
tered into. No real confidence can be estab- 
lished in the industry, either on the part of 
dealers or manufacturers, until such time 
as this has been accomplished. 

* * * * * 


( ONFINING the distribution of 

standard brand tires through oil 
companies to passenger car sizes only, and 
then to only distributors as distinguished 
from producers. Such distributors main- 
tain no selling organizations on truck tire 
solicitation whatever, and render no service 
on this class of business; it is therefore 
manifest that a manufacturer’s policy which 
permits oil companies to purchase truck 
tires, ostensibly for resale, but actually for 
use on their own equipment, at net dealer 
prices, is grossly unsound. 


eek ea 
The discontinuance by tire manufactur- 
ers of the sale of spare tires to car manu- 


facturers, this being unquestionably busi- 
ness belonging to the dealer. 
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TIRES 
At the Convention 


TIRES again invites members of the 
tire industry attending the NTDA 
Convention to make use of its quar- 
ters. We will be at the Atlanta Bilt- 
more during the period of the dealer 
gathering in Atlanta and members 
of the editorial and business staffs 
extend a cordial welcome to all in- 
terested in the tire industry to call 
upon them for any service they can 
render. 


HE recognition on the part of tire 
manufacturers generally that special 


sales campaigns such as free tubes, extra 
trade-in allowances, etc., are exceedingly 
harmful to the dealer and tend to complete- 
ly destroy confidence and to nullify all ef- 
forts to bring about a return to better con- 
ditions in the industry. 


* * * * * 


The dealers’ national organization has 
abandoned the practice followed in recent 
years of holding a trade show in conjunc- 
tion with the convention. There are to be 
exhibits by tire and allied manufacturers, 
but they will be held in private rooms and 
have no official connection with the con- 
vention. 

a 


HE Atlanta local convention commit- 

tee, headed by Abe Goldstein, an 
NTDA director, is diligently at work mak- 
ing plans for the accommodation and en- 
tertainment of the dealer-delegates. It is 
expected that the spirit of Southern hos- 
pitality will be just as brilliant as ever, 
though NTDA officials emphasize that busi- 
ness and not pleasure is to be the order of 
the three days. 
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A Call to 
INDEPENDENT 
TIRE DEALERS 


URING the past two years the inde- 

pendent tire dealers have seen policies 
adopted by the tire manufacturers which have 
proven adverse to their interests. Much criti- 
cism has been hurled in all directions. The fact 
remains, however, that tire dealers have been 
wishing for a "Moses" to show them the light, 
when no "Moses" could be found. 


During these stressing times it is not hard 


to understand why frequent changes of busi- ~ 


ness policies take place. Everyone strives to 
maintain volume whether there is enough to 
go around or not. Consequently, business 
relegates into a "dog eat dog" proposition. 


OME tire manufacturers, by their desire 

to maintain sales volume, have departed 
from the orthodox methods of tire distribu- 
tion of past years and have decided to get 
their distribution through every and any 
source. 


So today, the independent tire dealers face 
a situation which parallels that of the grocer 
with the chain stores. The independent 
grocers, through cooperation and organiza- 
tion, have found an economical path in the 
wilderness of competition. 
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It is my belief that the tire dealers of the 
country will find that their inalienable right of 
equal opportunity can be insured by the sim- 
ple expedient of cooperation. 


The National Tire Dealers Association will 
hold its annual convention in Atlanta on 
November 14, I5 and 16. Independent 
dealers interested in their business should 
attend or forever hold their peace. 


MARTIN J. BARRY, President 
National Tire 
Dealers Association. 
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ULCANIZING 


THE MAN | 


SHOP 


BAT TER| ESS 


LUBRICATION 


Pattern for Sidewall Holes 


When a large piece of rubber is gouged out 
of the sidewall of a truck or passenger car tire 
it is a tedious and time-taking operation to fill 
in the hole piece by piece with repair stock. 
Outline the damaged section with ordinary 
chalk and then transfer the outline onto a piece 
of old inner tube by pressing the latter ‘tightly 
against the hole in the casing. After building 
up the stock on the bench to the thickness of 
the tire use the inner ‘tube section as a pattern 
and cut the stock to fit the hole in the casing. 
This process takes but a short time and pro- 
BES. a neat repair—vV. Nelson, Schuylerville, 

i 


Protecting the Test Tank 


One of the things most difficult to keep clean 
in a tire shop is the tube test tank. I find that 
by painting the inside of the tank (or whatever 
kind of container one has for holding the 
water) with yellow lacquer it will enable the 
water to be used much longer without being 
changed. This treatment will keep the water 
from rusting the container and therefore pro- 
long its life. One should use lacquer and not 
paint, however, for paint scales off. In fact, 
for appearance the outside of the container 
should be painted also—R. W. Kuykendall, 
2115 W. Cherokee, Enid, Okla. 


Mold Cleansing Preparation 


In the August issue of Trres there was a tip 
on how to keep molds clean. We have a much 
easier and a better time-saving method than 
the. one described. , 

If you use regular laundry liquid soap it is 
very easy to keep the molds clean. Put the 
soap on the tire and in the mold too. On 
white sidewall tires, after you are finished vul- 
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: ==BRAKES 
“A EXCHANGE=——= 


canizing them, take boiling water and mix a 
little of the soap in it and wash the sidewall all 
around. It is hard to tell the tire has been 
vulcanized if you do this. This soap costs 
not much more than soapstone—Rob’t C. 
Hoag, Ritter Tire Co., 332 Second street, 
Aurora, Ind. 


Keeping Tire Racks Attractive 


I have been reading your shop tips and hints 
for some time now 

A dealer selling new tires has to unwrap so 
many tires to show prospects that after putting 
the unwrapped tires with the wrapped ones 
the appearance of the store is not improved. 

I take a razor blade and cut out a square 
panel just below the label on one tire of every 
size, I make this panel about six inches long 
and the width of the cross section. It is sur- 
prising the difference this makes in the appear- 
ance of the whole store.—Ralp Solh, Robert 
W. Ford Tire Service, 14557 Michigan avenue, 
Dearborn, Mich. 


Two Gas Pump Rules 


We have two rules which we follow religi- 
ously and which save us quite a little grief and 
expense. They both apply to our gas pump 
service, 

When a car is being replenished with gas at 
our station, the man serving the gas must al- 
ways hold the gas tank cap in his hand and re- 
place it when the servicing is completed. Thus, 
we never lose a cap. 

The other rule we enforce is that the pump 
is not to be refilled after a car has been serv- 
iced until the cash for the gas just sold is re- 
ceived or, in the case of a charge account, the 
proper charge record is made. This prevents 
disputes——Ed. A. Mitchell, 15 East Forth ave- 
nue, Emporia, Kans. 


Three 


requisites 


The New Schrader Low 
Pressure Gauge (No. 6796) 


Sensitive, yet simple and 
durable. No complicated 
mechanism. Specially cali- 
brated from 5 to 25 Ibs. in 
one-pound units. (Few in- 
flaiion devices on today’s 
market register as low 
as 10 pounds), Latest 
type construction, in- 
cluding flat-bar indi- 
cator and ribbed-ball 
foot for sure finger 
grip. 


for maximum service from 
the new low-pressure tires 


Easy inflation—accurate gauging—depend- 
able air-seal . . . these are necessary to give 
users the full benefits of the endurance 
and comfort that manufacturers have built 
into the new “doughnut”-type balloons. 
Schrader engineering has been quick to 
supply exactly the things needed for the 
purpose: 

The Schrader Dublchek Valve Cap 
makes it so easy to put air into tires that 
it’s a rare motorist indeed who doesn’t 
welcome and take advantage of the con- 
venience it affords. 


The new Schrader Low Pressure Gauge 


is the simplest and most dependably ac- 
curate device for assuring the right pres- 
sure these nicely balanced tires demand. 


The new Schrader “Cair-Free” Valve 
Core offers the surest means ever devised 
for preventing air escaping at the valve. 


A great combination! Indispensable 
to economy-and-comfort-seeking motorists! 
Guaranteed by Schrader. Unsurpassed for 
mechanical correctness, efficiency and du- 
rability!] Easy, and profitable, for acces- 
sory stores, tire shops and service stations 
to sell! New low prices. Order through 
your regular supply house. A. Schrader’s 
Son, Inc., Brooklyn, Toronto, London. 


“; Schrader . 


Reg. U. 8. Pat. Off. 


Makers of Pneumatic Valves since 1844 


Every service station operator has adopted some 
original methods for handling various types of jobs 
that come to his station, has installed a device or 
FOR AN attachment that facilitates the handling of his work 

or has some idea regarding station efficiency. 
IDEA Here is an opportunity to capitalize on these 
ideas and kinks. Send them to TIRES and we will 
pay $1 for each suggestion we accept for publica- 
tion. 
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Schrader Dublchek Valve Cap (No. 7006) does away 
with ordinary valve and dust caps. Saves four operations 
in inflating every tire. . . . Inflate, deflate and gauge 
pressure right through cap. A double check against loss 
of air. Guaranteed air-tight from lowest pressure up to 
250 Ibs. if affixed according to directions. 


Schrader “Cair-Free” Valve Core. The new standard 
valve core of the tire industry. More rugged. Higher 
heat resistance. Greater dependability. Longer life. 
Sets tightly even at lowest pressure. “Cair-Frees” (in 
cellophane-wrapped metal boxes of four) are No. 6000 
in the Schrader line. 


BE SURE IT'S A SCHRADER—LOOK FOR THE NAME 
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Fine Tires... 


The brilliant sales record of Pennsylvania 
is built on two things— performance of the 
Pennsylvania “Quality Group” and loyal 
support of the independent tire merchant. 


No competing output. No competing 
brands. No under cover alliances. 


Pennsylvania works out in the open 


Clean Hands 


with the independent tire merchant— 
gives him a merchandising setup that 
enables him to sidestep ruinous, unfair 
competition—gives him full protection— 
gives him every “edge” to make a living 
profit. Be one of the many turning to 
Pennsylvania for . . . a square deal. 


PENNSYLVANIA RUBBER COMPANY OF AMERICA, INC. + 
(Makers of Pennsylvania Tires and Tubes, “Pressure Packed" Tennis Bails, Bicycle Tires, etc.) 


General Offices and Factories: Jeannette, Pa. 


(In the Pinsburgh Industrial Area) 


Pennsulvania 
Quality Group 
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NEWS 


Jobbers Look Forward to 
Detroit Show-Meetings 
MEMA and NSPA Display Will 


Have 200 Exhibits—Dealers Invited 
to Two Sessions 


Greatly improved business 
prospects for 1932 have caused 
the eyes of the whole main- 
tenance division of the auto- 
motive industry to turn to- 
wards Detroit, where the 
Third Joint Trade Show of the 
Motor and Equipment Manu- 
facturers’ Association and the 
National Standard Parts As- 
sociation will be held during 
the week of December 5 to 10. 

More than 200 leading man- 
ufacturers of accessories, 
parts, tools, shop equipment, 
and all types of automotive 
supplies will exhibit their com- 
plete and newest lines of prod- 
ucts in Convention Hall for 
the benefit of representative 
wholesalers from all parts of 
the United States and Canada, 
as well as a number of distrib- 
utors from overseas. 

On special days car factory 
officials, government attaches, 
and other people directly inter- 
ested in this important branch 
of the automotive industry will 
attend in large numbers. Al- 
though strictly a wholesale 
show, even dealers and garage 
men will have an opportunity 
to see what is new in their 
field through special arrange- 
ments which will enable them 
to visit the show on Friday 
night and Saturday morning, 
December 9 and 10. 

While the show itself is the 
main drawing card there will 
be other activities amongst 
members of the sponsoring as- 
sociations which also will at- 
tract a great deal of attention. 
Members of the NSPA will 
hold their annual convention 
immediately before the show 
while members of the MEMA 
and the Motor and Equipment 
Wholesalers’ Association will 
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hold their annual conventions 
during the show week. These 
convention sessions will be de- 
voted largely to matters hav- 
ing to do with manufacturer- 
jobber relationships. 


Dayton Sales. Up 351), 


Fall Business Expected to Surpass 
Previous Records 


Tire sales for the Dayton 
Rubber Manufacturing Co. 
have been showing a steady 
month by month increase for 
1932 over 1931. 

Figures revealed by Lynn 
Harvey, sales manager, show 
September, 1932, sales 35 per 
cent greater than August. 
Figures for October sales 
were not yet available, but 
from present indications, Fall 
business for Dayton Rub- 
ber in both units and dollar 
sales will exceed the com- 
pany’s Fall accomplishments 
for the past three years. 


Concentrate at 
Conshohocken 


Production has been discon- 
tinued at the Muskegon 
Heights, Mich., plant of the 
Service Station Equipment 
Co., and equipment will be 
‘transferred to the parent plant 
at Conshohocken, Pa, The 
Service Station Equipment Co. 
manufactures pumps and other 
automotive station equipment. 
It operated the Michigan plant 
as the Bennett Pumps Corp. 
Production schedules at the 
Conshohocken plant will be in- 
creased to take care of the 
new manufacturing program. 


Increases Advertising 


W. O'Neil, president of the 
General Tire & Rubber Co., 
announced early this month 
that his company had in- 
creased its advertising ap- 
propriation for next year 25 
per cent. 


Jess Thompson Elected 
Head of Oklahomans 


Three-day Convention Draws 200 
Delegates and Produces Series of 
Interesting Talks 


With more than 200 dele- 
gates in attendance the Okla- 
homa State Tire Dealers Asso- 
ciation held its sixth annual 
convention at the Huckins 
Hotel, in Oklahoma City, Sep- 
tember 21, 22 and 23, and in 
the final session elected Jess 
Thompson, of Oklahoma City, 
president; H. E. Moore, of 
Enid, first vice-president; Leon 
Akin, of Holdenville, second 
vice-president; Sid S. Groom, 
Bristow, third vice-president, 
and Richard A. Billups, Jr., 
secretary-treasurer. 

Honor guests and speakers 
included P. D. Means, of the 
Firestone Tire & Rubber Co., 
Akron; S. B. Harper, Fort 
Smith, past president of the 
N.T.D.A.; James E. Holt; S. 
W. Reese, E. T. Horne, all 
Kansas City district managers 
for different firms; Jack Lott, 
president of the Oklahoma 
City chapter; Judge G A. 
Waddle, assistant sales man- 
ager, Goodyear Tire and Rub- 
ber Co.; J. L. Mugg, of Bar- 
tlesville, Okla; Elmer D. 
Tieche, Tulsa, past president 
of the State association, and 
C. A. McGill, Oklahoma City 
branch manager of Goodrich. 

Entertainment of the con- 
vention was in charge of Doc 
Aiguier, Whitey Mason, Salty 
Fullerton, Hess and Jess 
Thompson, Roy Russell, Jack 
Locke, Mark Markland and 
Harry Wheeler, 


Approve Kelly Change 


Stockholders of the Kelly- 
Springfield Tire Co. at a meet- 
ing on October 4 endorsed the 
company’s capital readjust- 
ment plan, which has been in 
effect since July 28. 
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Better Business Bureau 
Queries on "2 for I" Sale 


National Organization Asks Tire 
Makers and Distributors for Views 
on This Form of Merchandising 


Tire manufacturers and dis- 
tributors have been asked by 
the National Better Business 
Bureau, New York City, to ex- 
press their ideas on the defini- 
tion of a “Two for One” sale. 
In a bulletin circulated in the 
tire trade the association de- 
clares that misleading “Two 
for One” tire sales have been 
the subject of complaint to the 
national as well as to local 
Better Business Bureaus. 

It refers to the several 
methods followed in deceiv- 
ing the public through this 
type of sale and defines a 
genuine “Two for One” tire 
sale as one that offers two 
tires of the same grade for the 
prevailing price of one of 
them, if purchased separately 
immediately before and after 
the sale. 

Explaining its definition, the 
Bureau points out that if the 
established current price on 
the “John Smith” Rubber Co.’s 
best grade 4.50/21 tire is $7.05 
anyone wishing to purchase 
two of these tires today would 
be required to.pay $14.10, less 
the allowance given by the 
seller for buying in pairs. A 
genuine “Two for One” sale 
tomorrow, the bulletin ex- 
plains, would offer two of 
these size 4.50/21 best grade 
tires for $7.05, provided the 
price of the tires reverts to 
t he prevailing established 
price upon the completion of 
the “Two for One” sale. 

“We believe this definition is 
clear and fair in accordance 
with public understanding of 
an honest ‘Two for One’ sale,” 
the National Bureau advises 
the tire manufacturers and 
distributors, 

“We would like to know if 
you agree with this definition 
and whether you would be 
willing to be guided by it 
should you ever advertise such 
sales in the future.” 


1931 Battery Production 


According to figures re- 
leased by the Bureau of Cen- 
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sus, motor vehicle batteries 
manufactured in 1931 number- 
ed 11,441,681, valued at $54,- 
151,933. These figures were 
arrived at after the correlation 
of reports from 181 establish- 
ments on their production of 
complete motor vehicle units 
of 9 to 21 plate size. 


Budd Data Book 


The Budd Wheel Co., De- 
troit, Mich., recently released 
the 1932-33 issue of “Truck, 
Bus and Trailer Wheel Engi- 
neering Standards.” The data 
sheets have been materially re- 
vised during the past year. 
They now contain considerable 
data of value to the tire service 
station operator in connection 
with the handling of wheel 
problems. 


Effective October 1 the 
Goodyear Tire & Rubber Co. 
established a five-day week for 
its general office employes. 


ue 
PROVIDED BY 
KNURLING, 


This drawing shows how 
the vented tube, developed 
by the United States Rubber 
Co., eliminates air. which fre- 
quently is trapped between 
tube and casing in mounting. 
The corrugations, or. knurls, 
around the tube on each side 
of the valve, together with 
‘those running lengthwise, lead 
the trapped air out through 
the valve hole with the first 
few revolutions of the wheel. 
This new tube prevents blis- 
ters and separation, a trouble 
aggravated by drop center 
rims. 


Independents Still 
Confident, Says Post 


Head of Tire Alliance Says Mer- 
chants Have Not Lost Faith in 
Their Ability — Platt Joins ATA 


Independent tire dealers may 
be sorely harassed through 
the intense competition that 
has been their lot during the 
past few years, but in the main 
they are still confident that the 
tire industry will return them 
a worth-while profit for their 
efforts and investments. 

This is the view expressed 
by Harry L. Post, president 
of the American Tire Alliance, 
Inc., Akron, following the first 
announcement of the forma- 
tion of his organization to co- 
operate with independent tire 
merchants. The Alliance ad- 
vertisement and news an- 
nouncement in the September 
issue of Tires attracted the at- 
tention of tire merchants 
throughout the country, with 
the result that President Post 
is kept busy explaining the 
purposes of the Alliance to 
prospective members. 

“The interest shown in our 
announcement last month,” 
said Post, “not only proves the 
independent tire dealers need 
the development of a proposi- 
tion such as the ATA, but that 
in spite of the need they are 
not licked by a long way. We 
are impressed more and more 
with the fact that regardless 
of the troubles through which 
the independent dealer has 
gone, he is still a man who is 
confident of his own ability to 
manage his business efficiently, 
and has kept going because of 
the feeling that a means would 
be devised whereby the inde- 
pendent dealer could be placed 
in the same enviable position 
that he occupied 10 years ago.” 

H. R. Platt, formerly man- 
ager of dealer merchandising 
programs for Seiberling and 
at one time factory manager 
for the Columbia Tire Corp., 
Mansfield, O., has become 
vice-president and treasurer of 
the American Tire Alliance, 
Inc. He will be in charge of 
the ATA production and pur- 
chasing in which work he is 
thoroughly experienced. 


TIRES for 


DICK LOCKE SUPER SERVICE STATION 
Detroit, Michigan 


0D» 


THEY'VE GOT 


E, J. FLACCUS, Wheeling, W. Va. 
with their first shipment of India Tires 


GRAHAM-BEACH TIRE CO. 
HERE ARE a few examples of Milwaukee, Wise. 
the type of independent tire 

dealers who have investigated and 
taken on the India proposition in 
the past 60 days. They know that 
with India Tires and under the lib- 
eral terms of the India Franchise, 
they can make money in the fire 
business. » » » You, too, can do 
better with Indias. 


INDIA TIRE & RUBBER 


COMPANY: Akron, Ohio 


CHARLES BRASLOW 
Yonkers, N. Y. 


 fecciap | 


INDEPENDENT TIRE CO., INC. 
Oakland, Cal. Denver, Colo. 


LEE D. PERKINS 
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Forming Local Chapters 
of New York Dealer Body 


Associations to Be Organized in 


Brooklyn, Bronx and New Jersey—50 
Dealers at Brooklyn Meeting 


A movement has been start- 
ed by the Greater [New York 
Tire Dealers’ Association to 
expand its activities by form- 
ing local dealer chapters in the 
metropolitan district. It is 
proposed to organize the retail 
tire merchants in Brooklyn, 
Bronx and the metropolitan 
New Jersey sections into asso- 
ciations which will be affili- 
ated with the New York City 
body. 

On September 28 the first 
step in this program was taken 
when a meeting was held in 
Brooklyn at which more than 
50 representative tire mer- 
chants attended and approved 
of ‘the plan of forming a 
Brooklyn association. |Within 
the next month similar meet- 
ings will be held in the Bronx 
and in Jersey City or Newark. 

Ben Levy, president of the 
New York association, acted 
as chairman at the Brooklyn 
meeting and explained the ad- 
vantages 'that would come to 
dealers throughout the district 
if the strength of the Greater 
New York Association was 
supplemented by that of affili- 
ated locals. 

Other addresses were made 
by L. K. Beller, chairman of 
the Brooklyn Committee of 
the New York association; L. 
A. Brown, counselor; repre- 
sentatives of Goodyear, Fire- 
stone and the United States 
and by the Brooklyn tire men, 
including Joe Fertel, Leo Has- 
sen and Nat Gordon. 

Jack Blue, president of the 
Brooklyn Independent Auto- 
motive Jobbers’ Association, 
attended the meeting and en- 
dorsed the plan for a local tire 
association after he had ex- 
plained the progress made in 
seven months by tthe jobbers 
who are members of his or- 
ganization. 

L. William Santasiere, for 12 
years identified with the tire 
business and now an attorney, 
told of the benefits to be de- 
rived through trade organiza- 
tion work. 
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Visit Norwalk Plant 


The Bridgeport Chapter of 
the National Association of 
Cost Accountants, about 75 in 
all, visited the Norwalk Tire 
& Rubber Co. factory at Nor- 
walk, Conn, October 6, and 
saw how tires were made. 
After their trip through the 
factory, the accountants ad- 
journed to Dorlon’s Shore 
House for dinner where J. W. 
Whitehead, president of Nor- 
walk, spoke on “Big Business- 
es vs. Little Businesses.” 


New Station for India 
Distributor in St. Louis 


A new automobile service 
station, stressing tires, batter- 
ies and lubrication, and ex- 
cluding gasoline, was opened 
October 3 by the George E. 
Thilenius Tire Co., distributor 


in St. Louis, Mo., of India tires 
and batteries. Its territory 
covers Eastern Missouri and 
Southern Illinois. 

The building on the lot is 
two stories high in front, af- 
fording warehouse space for 
tires on the second floor. In 
the rear one-story structure 
lubricating bins are provided. 
Shell and Quaker State Iubri- 
cants are used. 


New Brake Handbook 


The Multibestos Co., Cam- 
bridge, Mass., has issued a 
new handbook on brake serv- 
ice which has a number of in- 
teresting features. Each brake 
is treated as a unit in the 
handbook and flat rate charges 
are computed to permit the 
handbook to be used either in 
rural or urban locations where 
there may be considerable 
variation in overhead rates. 


Two Charlotte 


With the formation of the 
Shaw-Horton Tire Co., two of 
the leading tire dealers of 
Charlotte, N.C. have com- 
bined their business interests. 
H. D. (Buddy) Horton and 
Victor Shaw, heads of the 
former companies bearing 
their names, are the principals 
in the new company. Both 
Horton and Shaw have been 
directors of the National Tire 
Dealers’ Association and active 
in local and state automotive 
trade organizations, 


Dealers Merge 


Ihaw-Horton 


Horton is president of the 
new company and Shaw is 
general manager. The Shaw- 
Horton Co. will handle Mc- 
Claren tires exclusively. Mc- 
Claren tires are made in Char- 
lotte, N. C., and formerly were 
distributed by the Horton 
company. 

Archie Campbell, associated 
with Victor Shaw for nine 
year, has joined the new com- 
pany as manager of com- 
mercial accounts. 
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WE 


ARE 


RIGHT HERE 


NOW— 
1933! 


their 1932-1933 Spring Dating 

Plan. It will be offered early this 
month and—as sure as the sun will rise 
tomorrow—QUALITY standards will rise in the future. QUAL- 
ITY has been chiseled, gypped and knifed in the back for years 
through second, third and even fourth line tires under factory as 
well as private brands. This inferior merchandise has undermined 
the business structure of the tire industry. It has brought the 
racketeer into our circle. 


Maer tosrsss are preparing 


The QUALITY of the goods you sell must be such as will 
insure REPEAT BUSINESS. You can’t build business on low 
prices only. In these days of low cost materials, there is no room 
for three or four different quality tires by any one manufacturer— 
and there is no profit to the dealer on any of these inferior quality 
tires and the investment in stock of these several different quality 
lines is costly. It is impossible to make any worth-while difference 
in the manufacturing cost of first, second, third, or even fourth 
line tires where a proper distribution of manufacturing costs is 
made. The big difference is in the profit the dealer and manu- 
facturer can make. 


Investigate the Norwalk Proposition 


The Norwalk Company builds only one brand—one QUALITY, no jobbing 
or private brands which are sold on a direct mill-door to dealer plan. Norwalk's 
first line tire retails at prices to match Mail Order and equipment manufac- 
turers’ second lines with more profit to the manufacturer and more profit to 
the dealer because of the elimination of the old time costly distribution methods. 


The Norwalk Tire & Rubber Co. 


Norwalk 


¥ Connecticut 
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The Inner Workings 
of the NBMA 


An Explanation of the Functions of the Various Committees 
of the Battery Manufacturers’ Association and How They 
Operate to the Advantage of the Makers and the Dealers 


By 
ROBERT D. MOWRY 


President, NBMA and President, 
Universal Battery Co, 


HE semi-annual meeting of the National Bat- 

tery Manufacturers’ Association will be held 
in Cleveland, Ohio, on November 17, 18 and 19, 
so this is a pretty good time to get bettter ac- 
quainted with the NBMA; to become more 
familiar with the meaning of its various “com- 
mittees”; to find out just what these committees 
have been doing—and what they can be expected 
to do in the future. For, certainly, if they’ve 
been doing us any good or are going to, we want 
to know about it! 

Battery men—manufacturers and dealers alike 
—are faced with a good many problems today that 
they’ve got to fight together. Therefore, it’s just 
as important for the dealer to know what the 
manufacturers are doing towards making better 
business for us all as it is for the manufacturer 
to know what the dealer is doing. to keep a shirt 
on his back! 

The fundamental evil we all have to face and 
fight today is the costly tendency to lower stand- 
ards—and by this I mean lower standards of 
selling as well as lower standards of manufactur- 
ing. This always happens when we let prices go 
on the loose! 


Wie the manufacturer’s prices are forced 
below a logical level some of the more des- 
perate fellows always begin to “cut” their mer- 
chandise—to cheapen it—and, of course, that en- 
courages still lower prices. When a dealer is forced 
by cut-price competition to lower his own price he 
can’t be so fussy about the quality of merchan- 
dise he handles. Standards go to the devil all 
along the line and so does profit. 

Of course, these are things we all know. The 
point now is, what's being done about it—and, 
particularly, what are the manufacturers doing 
about it? 
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Now some of the manufacturers, through their 
association, were working to raise and maintain 


NBMA Convention 


The Cleveland program committee, under 
the chairmanship of L. N. Talkes, vice-presi- 
dent, has made plans for the Fall Convention 
of the National Battery Manufacturers’ Asso- 
ciation, Inc., to take place November 18-19, 
at the Hollenden Hotel, Cleveland, Ohio. A 
comprehensive and active program of com- 
mittee reports and papers is scheduled for 
presentation which will make this meeting 
most constructive and helpful to its members 
and the industry as a whole. 

Particularly outstanding is the Trade Prac- 
tice Conference to be held November 17 
under the guidance of the Federal Trade 
Commission. The purpose of this conference 
is to give all concerned an opportunity to 
participate in the discussion of the rules pre- 
pared by the Trade Practice Conference 
Committee of the NBMA and which will be 
presented for adoption at this conference. 

Immediately following this conference will 
be the regular session of the eighth annual 
meeting of the NBMA, at which time the com- 
mittee reports and papers will be presented. 

At this convention the regular election of 
officers will take place November 19. 
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standards long before the current hurricane of 
cut-prices blew along to make the job a lot 
more tough—and a lot more vital. The ma- 
chinery they set up to do this work is the thing 
we are interested in—because this same ma- 
chinery, with your cooperation, has got to go 
ahead and finish the job pretty quick or else... 


O let's take another look at this eight-year- 

old manufacturers’ association. What are 
some of the NBMA committees whose work bears 
down on this question of standards within our 
Industry? 

Well, there’s the Technical and Standards Com- 
mittee, first of all. There's the Guarantee Com- 
mittee, the Consignment Committee, the Federal 
Trade Practice Conference Committee, the Uni- 
form Cost Accounting Committee, the Data Book 
Committee and the Dealer Cooperation Commit- 
tee. 

A lot of words? More than that—each of these 
committees is an active organization in itself, 
made of live, thinking men, working on specific 
problems for you and me, 4 

Let's look at it that way. Let’s imagine that 
you, the dealer, and I, the manufacturer, decided, 
for example, that any improvement in quality, 
simplification of manufacturing process, or 
standardization in making and marketing bat- 
teries we could bring about in the industry would 
be to our mutual advantage and profit. 

Naturally, the first thing we'd do is put a group 
of technical experts to work on the job, with in- 
structions to report their findings and sugges- 
tions at some specified date. 


E'D have a right to feel pretty well served 

if we were able to get O. W. A. Oetting, 
Globe-Union Mfg. Co.; C, A. Dempwolf, of Car- 
lile and Doughty; A. R. Reid, USL; R. O. Wat- 
kins, Universal; H. D. Stanley, Emark; H. R. 
Harner, Eagle-Picher; B. H. Schubert, National 
Lead; W. S. Becker, The Richardson Co., and K. 
Muther, Grant, to agree to all work together on 
these problems for us! Well, they did, and 
they’re at it. That’s the NBMA Technical Com- 
mittee. What are they doing? 

They're spending a lot of their own valuable 
time ferreting out the spots in the business of 
building batteries where improved quality, sane 
standardization, and honest marking can be given 
a profitable toe-hold and then they have to turn 
around and spend some more of their time selling 
us the idea of accepting their recommendations. 

Can you visualize how it’s going to simplify 
and tone up the dealer’s business when manufac- 
turers finally agree on what an honest battery 
should contain and how it should be marked? 
Half your selling will be done right there. Your 
battle with dishonest competition will be won 
tight there. 


S EVERAL years ago I headed an NBMA com- 
mittee that drew up, and fought for, and finally 
wrote into the records, a Standard Battery Guar- 
antee. The sanity of this step has been pretty 
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generally recognized. More and more manu- 
facturers are actively adopting it as the only 
guarantee that is really fair to the consumer and 
the dealer. The NBMA Guarantee Committee 
keeps right on pounding away, however, and 
won't let up until this standard warranty is really 
universal. 


E. T. Foote, Globe-Union; H. A. Harvey, 
USL; W. J. Sandman, Advance, and D, A. Par- 
shall, Parshall, make up the Guarantee Commit- 
tee now. The fight they are carrying forward is 
personally important to every battery dealer in 
the country, for ‘til-Kingdom-Come guarantees 
place an unfair burden on your service and your 
reputation. 


( NE of the fundamental beliefs among all 
sane business men is that you can’t get rich 
selling below cost! Therefore, one of the first 
rules in any industry code of ethics is usually 
designed to prevent any manufacturer from de- 
moralizing the industry by selling below his 
manufacturing cost. 

There immediately enters in the question of 
how the manufacturer arrives at his cost figures. 
Does he add in all the overhead items he should, 
for instance? Uniformity in the cost accounting 
systems of the various manufacturers becomes 
essential to any practical adherence to “thou shalt 
not sell below cost” rule, 


So the NBMA appointed a committee to study 
the various systems used by battery manufactur- 
ers and to make recommendations for a uniform 
system. A. F, Strayer, USL, is the capable head 
of this group, assisted by J. D. Wanvig, Jr., 
Globe-Union, and J. D, Black, USL. These three 
men have compiled a tremendously valuable mass 
of data available to their fellow manufacturers— 
in whose power it lies to make it profitably ef- 
fective. 

There’s another NBMA group that is doing a 
good common-sense piece of work, and that’s 
the Data Book Committee, It used to be that 
each individual manufacturer had to compile car- 
battery data individually for his own dealers, at 
a great expense. This is done now, for the whole 
industry. A, R. Reid, USL; C. L. Feldtkeller, 
Solar, and H. D. Wilson, Prest-O-Lite, are the 
current Data Book Committee. 


Doni EEX the most immediately interesting 
committee of them all is the Federal Trade 
Practice Conference Committee, which, under the 
leadership of D. A. Graham, Red Bar, drew up 
the “rules of the game” that are going to be sub- 
mitted to the industry at the NBMA meeting this 
November. The work of this group summarizes 
and brings to life all the rest of the work refer- 
red to. The rules it has drawn up are the means 
by which we can turn all this foundation work, 
building toward raised and maintained standards, 
into an actual, profitable thing. 


Besides these activities there are others, viz.: 
Statistical, Traffic, Legislative, Credit and Collec- 
tion, Publicity, etc. Each handled by an indi- 
vidually organized committee. 


39 


A GOOD RETAIL TIRE MERCHANT 


LOGICALLY ASKS ABOUT is 


How does the gross profit on Generals 
compare with the gross profit on other 
equally well known lines? 


franchise feature? 


3 


How will the Quality product and appeal 
affect my market as to class of trade, 
character of accounts, collections, etc.? 


e 
e 
2 
® How valuable is General’s exclusive 
e 
e 
? 


AL TT REA 
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ENERAL 


a 


How will General’s close cooperation in 
providing more timely merchandising 
plans and its advertising policies and 
programs stressing Quality instead of 
Price help to stabilize my business and 
make it more profitable? 


3 


How will the General Streamline Jumbo 
—with its exclusive and perfected fea- 
tures—bring me extra profits and give 
me an edge on competition in this 
great new market? 


RUBBER 
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@ These questions cover the most vital 


phases of a retailer’s operations. You 
want the answers. We are ready to give 


@ them. Not answers composed ata factory 


desk—but what distributors who have 
joined up with General this year have 


@ found to be the real answers—as applied 


to their own businesses —and to yours. 


@ Thecontinued success and stability of the 


General Distributor Group remains the 
high spot of the entire rubber industry. 


COMPANY * AKRON 


Corduroy Dividend 


Net Profits for Seven Months End- 
ing July 31 $43,343 


Directors of the Corduroy 
Rubber Co., Grand Rapids, 
Mich., recently declared a cash 
dividend of 25 cents per share 
on the prior preferred stock of 
the corporation to be paid on 
December 15 to stockholders 
of record as of November 15. 

L. A. Brown, president of 
Corduroy, declared that this 
dividend is being paid out of 
profits. The net profits of the 
company for the seven 
months’ period ending July 31, 
after all deduction, with the 
exception of income tax, 
amounted to $43,343. Brown 
holds these earnings are un- 
usual in the face of conditions 
that have forced practically all 
important tire companies to 
suspend dividend payments. 

Advertising played an im- 
portant part in the success of 
the company, which, during the 
last year, added over 1,500 new 
dealers to its list of customers. 

The board of directors of 
the Corduroy Co. includes; L. 
A, Brown, president; R. C. 
Murphy, vice-president; M. J. 
Goldner, secretary; B. T. 
Schall, treasurer; C. W. Bolt- 
wood, A. G. Roussin and Joe 
Stevens, Jr, 


New York Dealer Banquet 


Plans are now being made 
for the annual dinner dance of 
the Greater New York Tire 
Dealers’ Association. This 
event will again be held at the 
Hotel New Yorker and_is 
scheduled for January 12. The 
tire dealers’ dinner dance has 
always been one of the out- 
standing events of the Na- 
tional Automobile Show Week. 


New N.S.P.A. Members 


The National Standard Parts 
Association, Detroit, recently 
announced the election of the 
following concerns to mem- 
bership: Garlock Packing Co., 
Palmyra, N. Y.; Blackhawk 
Mfg. Co., Milwaukee, Wis.; 
Ditzler Color Co., Detroit, 
Mich., and Moto Meter Gauge 
& Equipment Corp., Toledo, O. 
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Firestone Low Pressure 


Tractor Tire 

A new low-pressure tractor 
tire has been pioneered and 
developed by Firestone and is 
now being introduced by trac- 
tor manufacturers and dealers 
as a revolutionary advance- 
ment in power equipment for 
farms. It makes the farm 
tractor an all-purpose machine. 

This tire is large in cross 
section and diameter, and car- 
ries only 12 pounds air pres- 
sure. It is the first practical 
all-purpose tractor tire worked 
out with due consideration of 
over-all diameter, clearance, 
ground contact, width of plow 
furrows, and all other neces- 
sary factors. It is so designed 
that it makes the tractor stable 
and free from wabble or side- 
sway, permitting the use of 
customary agricultural attach- 
ments, 

Important development work 
and tests were performed at 
the 600-acre farm of Harvey 
S. Firestone, at Columbiana, 
O., where Mr. Firestone car- 
ries on practical farming with 
the most modern equipment. 

The tire does not pick up or 
throw dirt. It can be inflated 
with a hand tire pump. 

Firestone engineers have pi- 
oneered a drop-center rim for 
use with these tires, both front 
and rear, which provides the 
most dependable and economi- 
cal service, and is the first 
adaptation of the drop-center 
principle, almost universal in 
the passenger car field, to use 
in the large tire field. Detach- 
able weights are supplied for 
use in heavy plowing or where 
maximum traction is a factor, 
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National Safety Clinic 


Bendix-Cowdrey Brake Tester Di- 
vision Sponsors New Association 


The National Safety Clinic 
and a National Safety Clinic 
Inspection Machine were an- 
nounced at a convention of the 
distributors of the Bendix- 
Cowdrey Brake Tester Divi- 
sion of the Bendix Aviation 
Corp., South Bend, Ind., Sep- 
tember 19, 20 and 21, 

The National Safety Clinic 
is a nation-wide association of 
responsible motor vehicle serv- 
ice stations pledged to improve 
highway safety through 
periodic free inspection of all 
safety factors of motor vehi- 
cles, using uniform methods 
and equipment. 

The association proposes: 


(a) To adopt standards of procedure 
for the inspection of safety de- 
vices of motor vehicles; using 
approved equipment. 

(b) To conduct educational work 
with the motoring public, safety 
officials and law enforcement 
officials so as to emphasize the 
need for periodic inspection and 
correction. 

(c) To encourage motorists to pat- 
ronize only responsible service 
Stations using approved inspec- 
tion and testing methods and 
equipment, 


Membership in the Associa- 
tion is free. 


B. F. Christy has purchased 
the interest of Ray Felker in 
the Felker & Christy service 
station, Wisconsin Rapids, 
Wis., and has changed the firm 
name to Christy’s Service Sta- 
tion. 
fastening to the spokes and 
resting on the hub. 


Firestone Low Pressure Tractor Tire in Service 


TIRES for 


Trade Personals 


Howard N. Hawkes has 
been appointed manager of 
tire sales of the United States 
Rubber Co. L. M. Simpson, 
general sales manager of the 


Howard N. 
Hawkes 


tire and mechanical divisions 
of the U. S. organization, has 
delegated to Hawkes supervi- 
sion of sales activities in the 
tire division. Hawkes has 
been with U. S. for ten years 
during which time he has 
served in various sales and 
managerial capacities. 

O. M. Campbell, Seattle dis- 
trict manager of the United 
States Rubber Co., has been 
transferred to the New York 
office of this organization. He 
has been succeeded in Seattle 
by J. Griffin, formerly of the 
U. S. branch at Los Angeles. 
Kyle Milligan is assistant man- 
ager of tire sales at the Seattle 
branch. 

William H. Funston has 
been appointed president of 
the Firestone Tire & Rubber 
Co., Ltd., succeeding the late 
Earl W. BeSaw. Funston was 
formerly manager of the Fire- 
stone mechanical goods de- 
partment at Akron. The 
Canadian Firestone plant is at 
Hamilton, Ont. 

Funston joined Firestone 
seven years ago, as purchasing 
agent of the Firestone Steel 
Products Co. He previously 
had been with United States 
Steel Corp., following his 
graduation from Carnegie 
Tech. He became sales man- 
ager of Firestone Steel a year 
later, and in 1928 was moved 
to Los Angeles to head Xylos 
Rubber of California, Fire- 
stone subsidiary. He returned 
to head the mechanical goods 
division two years ago. 
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William Sewall, formerly ad- 
vertising manager for the 
Hood and Miller tire divisions 
of The B. F. Goodrich Co., has 
been named sales promotion 
manager for the combined af- 
filiated tire sales divisions, it 
was announced recently by H. 
E. Keller, manager of Good- 
rich associated tire lines. Sew- 
all is succeeded by M. G. Hunt- 
ington, who will direct adver- 
tising for the Miller, Hood, 
Brunswick and Diamond tire 
divisions with K, E, Hopkins 
as assistant advertising man- 
ager. Huntington formerly 
handled advertising for Bruns- 
wick and Diamond tires and 
Hopkins was assistant adver- 
tising manager for the Hood 
and Miller lines. Sewall was 
tire division advertising man- 
ager for the Hood Rubber Co., 
Watertown, Mass., before join- 
ing the Goodrich organization 
in 1929. 


P, J. Kelly, assistant to C. B. 
O’Connor, general tire sales- 
manager of the B. F. Goodrich 
Co., addressed the annual na- 
tional convention of the Direct 
Mail Advertising Association 
in New York City on October 
7. His subject was “What Di- 
rect Mail as a Selling Medium 
Means in the Distribution of 
Merchandise, and How We 
Use it.” 


O. C. Reavill, formerly spe- 
cial sales representative of The 
B, F. Goodrich Co. tire divi- 
sion, has been named special 
representative of associated 
tire lines of Goodrich, it was 


announced recently by H. E. 
Keller, manager of associated 
tire sales. Reavill has been 
with Goodrich for 23 years. 


Conville J. Harper has been 
appointed manager of the Fire- 
stone Service Stores, North 
Plainfield, N. J. He succeeds 
A. A, McCarthy, who recently 
was promoted to stores super- 
visor for Firestone in Chicago. 
Michael DeAngelis becomes 
service manager of the Somer- 
set Street station, Plainfield, a 
position formerly held by 
Harper. 


John A. MacMillan, presi- 
dent and general manager of 
The Dayton Rubber Manufac- 
turing Co., has returned from 
a month’s tour of the Western 
part of the United States. His 
itinerary included Los An- 
geles, San Francisco, Denver 
and other western cities. Mr. 
MacMillan was extremely 
gratified with the improve- 
ment in business conditions 
throughout the West. 


Morris E, Mason, who for 
years was an executive of the 
Mohawk Rubber Co., died in 
Cleveland on September 28, 
following a stroke of apoplexy. 
Mason was born in Winona, 
Minn., on June 21, 1876. He 
started his business career 
with the Morgan & Wright 
Co., in Chicago, in 1897 as a 
salesman and manager of the 
bicycle department. He was 
identified with the United 
States Tire Co., at Chicago, as 
assistant district manager in 
charge of bicycle, motorcycle, 


Goodrich Associated Tire Line Executives 


William Sewall 


M. G. Huntington 


K, E. Hopkins 
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carriage and solid motor tires 
in 1911 and 1912, He joined 
Mohawk in 1913 and served as 
secretary, sales manager and 
director until he retired from 
the company in 1924. Early 
in 1927 he became president of 
the Star Rubber Co. After re- 
tiring from this organization 
he was no longer active in the 
rubber and tire industry. 


A. L. Freedlander, vice-pres- 
ident and factory manager of 
the Dayton Rubber Manufac- 
turing Co., will ride the Graf 
Zeppelin from South America 
to Germany when this famous 
airship makes its fourth trip 
from Pernambuco, Brazil, on 
October 29. Freedlander left 
the Dayton plant for South 
America, where he is investi- 
gating the possibilities and 
the development of rubber 
plantations in the Latin-Amer- 
ican countries. In Europe, 
Freedlander will confer with 
leading automotive engineers 
in regard to recent tire de- 
velopments as well as im- 
provements being made in cog 
belt construction. 


C. E. Packer, at one time 
copywriter with Williams and 
Cunnyngham, and before that 
technical editor of Automobile 
Trade Journal and Motor Age, 
is now publicity director of 
The Pennsylvania Grade Crude 
Oil Association, Oil City, Pa. 


E. H. Broadwell, who in July 
resigned as vice-president of 
the Fisk Rubber Co., and who 
for years was prominently 
identified with the tire indus- 
try, has been appointed perma- 
ent receiver of the Westfield 
Manufacturing Co., Westfield, 
Mass. The Westfield Co. 
manufactures bicycles and chil- 
dren’s vehicles, It succeeded 
to the Columbia brand and 
business of the old Pope Mfg. 

0. 


Frank H. Hobson, vice-presi- 
dent of the Cleveland Trust 
Co., recently was elected to 
the board of directors of the 
Firestone Tire & Rubber Co. 
He succeeded Harris Creech, 
president of the Cleveland 
Trust, who resigned because 
of the demands of other busi- 
ness. 


Russel V. Cline has organ- 
ized the Cline Advertising Co., 
with headquarters at 109 
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North Union street, Akron, 
and has among other accounts 
that of the R-C-A Rubber Co., 
Akron. Cline for 17 years was 
associated with the Firestone 
Tire & Rubber Co. as assistant 
advertising manager and ad- 
vertising manager. Since leav- 
ing Firestone, Cline has been 
associated with the Sweeny & 
James Co., Cleveland advertis- 
ing agency, and with the Car- 
penter Advertising Co., also of 
Cleveland. 

L. K. Beller, president of 
the Public Service Tire Corp., 
Brooklyn, N. Y., announced to 
the trade on October 4 that a 
new tire dealer had entered his 
family. On that date Mrs. 
Beller presented “Lou” with a 
7%-pound son. If, in a few 
years from now, Arthur Beller 
appears in a list of tire dealers 
it is just the second genera- 
tion of the Bellers in that in- 
dustry. 

John E. Gorsuch, secretary 
of the Denver Tire Dealers 
Association, was recently 
elected president of the Colo- 
rado Conference of Social 
Work, 

R. W. Lindsay, assistant 
manager of the Salt Lake City 
district of the Firestone Tire & 
Rubber Co. for the past 18 
months, has been appointed 
manager of Firestone Service 
Stores, Inc., that city, succeed- 
ing Earl M. Baker, who will be 
city salesman. Paul Sewell, 
salesman for Firestone in 
Eastern Montana, will succeed 
Lindsay. 

H, M. Green, manager of the 
tire sales department of the 
Salt Lake City branch of the 
United States Rubber Co., has 
been transferred to San Fran- 
cisco as manager of the me- 
chanical department of the 
same company. He is suc- 
ceeded by H. E. Gressler, who 
has been a salesman for the 
company in the San Diego, 
Cal., area. 

Donald J. Evans, for the 
past two years credit manager 
in The B. F. Goodrich Co. 
branch at Cleveland, is now at 
Atlanta, Ga., as assistant credit 
manager in the company’s 
Southeastern division, it was 
announced recently by E. A. 
Doerschuk, Goodrich credit 
manager. 

C. F. Conner, sales promo- 
tion manager of the mechan- 


ical goods division of The B. 
F. Goodrich Co., has been 
elected a national director of 
The American Marketing So- 
ciety. Conner has been identi- 
fied with Goodrich for 22 
years. 


R. C. Schlesinger, who has 
been identified with the mer- 
chandising of tires in the East- 
ern district for 25 years, has 
organized the Transportation 
Tire Co., with headquarters at 
256 West 55th street, New 
York City. He has become 
distributor for Swinehart tires 
and tubes for Greater New 
York. 


E. P. Chalfant, executive vice- 
president of the National 
Standard Parts Association, 
Detroit, was honored by elec- 
tion to the office of treasurer 
of the American Trade Asso- 
ciation Executives at the an- 
nual Fall meeting of the 
A.T.A.E. in Atlantic City. The 
organization’s membership is 
comprised of executives repre- 
senting the foremost trade as- 
sociations in the United States. 
Mr. Chalfant has served on the 
A.T.A.E, executive board for 
the past three years and ac- 
cepts the treasurer’s post as a 
relief from the office of com- 
bined secretary - treasurer 
which he has held during the 
past year. 


Fred S. Wilson, 55 years old, 
former vice-president of the 
Thermoid Rubber Co., Tren- 
ton, N. J., died suddenly at his 
office in Los Angeles, Cal., on 
September 1. Wilson moved 
to Santa Monica, Cal., about 
20 years ago after being placed 
in charge of the Pacific Coast 
business for the Thermoid con- 
cern. He began as a bicycle 
tire maker with the Thermoid 
company in 1893 and before he 
was 25 was made factory man- 
ager. He was on the road in 
the Eastern States for several 
years selling tires and brake 
lining. Several years ago he 
was made president of an oil 
refining company in California. 


Braslow India Distributor 


Charles Braslow, who has 
been selling tires since 1894, 
recently took over the distri- 
bution of India tires. Braslow’s 
establishment is located in 
Yonkers, N. Y. 


TIRES for 


First Line Repair Material 
at Less ' Than Jobbers Cost 


‘ulcanizing ent, gallon cans. 
Camel Back in 100 1b, Gader-go0d 


AND HETHEAD! 
PAG as ORE lot of 6 bands, ‘90 eS 
Toms "We will allow up to $1.15 Cwt. Freight on 
shipments weighing 100 Ibs. or more. 
Samples furnished upon request. 
ACE RUBBER PRODUCTS CO. 
2620 8S. Parkway Chicago, Ml. 


NEW Tire Tool 


Regrooves Treads on 


“Bald Headed” Tires 


Now—you can get several thou- 
sand extra miles of service from 
our tires. The remarkable new 
ew ‘ick-Kut Tire Groover makes it 
possible. . . . It recuts the origi- 
nal tread of ‘any standard make 
tire—changes_ “bald heads’’ to 
non-skids. Models 


range in price from “KU 
$4.50 to $30.00. Write 
for full information 


hoice_Ter- 
row, Some C o Live MANUFACTURING CO., Inc. 
Wire. Factory Repre- 3829 ARSENAL ST. 
sentatives. ST. LOUIS, MO. 


YOUR MESSAGE IS 
BOUND TO REACH 
THE CREAM OF 
THE TIRE TRADE 

WHEN IT IS IN 


TIRES 
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Lowest Prices for 
Quality Batteries 


FREE Battery Guide 
and Calendar for You 
t ) 


Unrversat offers you anew deal 
for the new days ahead... a new 
proposition to meet today’s con- 
ditions. A line that has consistently 
maintained its standards of quality 
and made permanent and satisfied 
customers for its dealers. Univer- 
sal manufactures a complete line 
of automobile starting and light- 
ing batteries, in a wide range of 
types and prices to meet all legit- 
imate competition and insuring a 
good profit to the independent 
dealer. Also the nationally adver- 
tised Universal Farm Light Bat- 
teries are opening up many new 
opportunities for additional 
dealer profits! 


WRITE TODAY... 
NO OBLIGATION! 


The new Universal Battery 
Guide, also new 1933 calen- 
dar are FREE upon request. 
Both contain interesting and 
valuable information. The new 
Universal 1933 Dealer Plan 
will help you to increase your 
profits! 


Write today! No obligation. 


UNIVERSAL BATTERY CO. Yuive _ 
3452 South La Salle Street 
Chicago, Ill. 


UNIVERSAL 
BATTERIES 


Auto— Radio— Farm Light 


Peco Tire Groover 


The Peco Tire Groover just 
released by the Peco Manufac- 
turing Co., Philadelphia, Pa., 
an engineering firm of long ex- 
perience, is a good-size, tubu- 
Jar-frame apparatus which 
takes tires, on the wheel or 
rim, up to 38x8% inches; or, 
with the aid of a special at- 
tachment, regrooves de- 
flated tires. The machine is 
portable, weighing about 100 
pounds. It is well designed, 


an 


Peco Tire Groover 


sturdily constructed, and a 
marvel of simplicity, speed 
and accuracy. 

The tire is easily slipped in- 
to the machine and is revolved 
by turning a handle. Self- 
guiding rollers keep the tire 
in perfect alignment. In one 
revolution an accurate groove 
is cut in the tread by a blade 
that is adjustable for position 
and depth. Three or four uni- 
form grooves can thus be cut 
around the circumference of 
the tire in about five minutes. 

Brake specialists are rapidly 
taking to the new machine. 
While they have the wheels 
off the car anyway, they find 
it easy and profitable to sell 
this plus service. 

The Peco Tire Groover sells 
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to the dealer for $57; $20 extra 
for the deflated tire attach- 
ment, with prices slightly 
higher West of the Rockies. 


Prestone Rust Preventive 


The National Carbon Co., 
Inc., recently completed a 
series of experiments the re- 
sults of which showed that the 
new Eveready Prestone anti- 
freeze reduces the rusting ef- 
fect of water on iron by 95 per 
cent, and the corrosion of 
radiator metals by 75 per cent. 

The reduction of corrosion 
is effected by use of a “rust 
inhibitor” which protects all 
metals in contact with the so- 
lution. 

Next to the danger from 
freeze-ups in Winter, rust and 
corrosion present the greatest 
menace to efficient functioning 
of the cooling system. Auto- 
motive engineers state that 
fully 75 per cent of all over- 
heating is directly traceable to 
rust formation and subsequent 
clogging of radiators. The ex- 
periments just completed indi- 
cate that the new Eveready 
Prestone installed in new cars 
or reasonably clean cooling 
systems eliminates rust clog- 
ging of radiators, 


Merged With Firestone 
Service Stores, Inc. 


H. L. Caley, manager of the 
Firestone Service Stores, Inc., 
at Milwaukee, has announced 
the consolidation of the H. S. 
Geddes Co. Inc., with the 
former concern. Caley will 
now supervise the activities of 
both corporations under the 
new consolidation. The firm 
name of Firestone Service 
Stores, Inc., will be retained 
and all business transacted at 
the Firestone station. 


Lion Hydraulic Brake 
Cleanser 


Black, sticky residue as well 
as all old oil is easily removed 
from hydraulic brake systems 
by the use of Lion Cleanser. 

This scientific compound 
which has been placed on the 
market by the Lion Chain Co., 
Chicago, not only cleans out 
all the gummy substance from 
the system, but also stops any 
corrosive action. 

Lion Cleanser is available in 
quart, gallon and 5-gallon cans 
—and subject to liberal dis- 
counts to the trade. Complete 
information will be supplied 
on request directed to the 
Lion Chain Co., 3124 West 
Fifty-first street, Chicago. 


More Prest-O-Lite 
Stations 


Prest-O-Lite reports that 
the last 12 months have shown 
an increase of nearly 20 per 
cent in the number of service 
stations handling its battery 
line and of more than 35 per 
cent in the direct factory ac- 
counts carrying large ware- 
house stocks from which the 
thousands of Prest-O-Lite 
service stations draw their re- 
quirements as needed. 


Firestone Dividend 


Directors of the Firestone 
Tire & Rubber Co. recently 
declared'a dividend of 25 cents 
a share on common stock, pay- 
able October 20 to stock of 
record October 1. 

By this action the company 
maintains the stock on the $1 
basis, which has been in effect 
for the last year and one-half. 

There are 2,115,000 shares of 
common stock outstanding. 


George Held and Abe Rojofsky are proprietors of the Clifton Tire Co., 
Clifton, N. J., distributors of Norwalk tires and tubes. Their modern 
station is shown above 
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CUTS THROUGH RUBBER—GLASS—NAILS 


—THE TURNER TIRE GROOVER is fitted with an 
abrasive wheel instead of the usual steel cutter. Always 
sharp—requires no sharpening—immune to usual diffi- 
culties of steel wheels. Just plug the quarter horse-power 


motor in any light socket and you’re ready to go. 


Sturdily built by Machine Specialists 


TURNER FOUNDRY AND MACHINE COMPANY 
917 W. SCHILLER STREET PHILADELPHIA, PA. 


Feature 


Rates from $2.50 Single, $3.50 Double 


In Akron It's 
The MAYFLOWER 


C, J. FITZPATRICK, Mor. 


In Cleveland It's 


The HOLLENDEN 


ELMER HOGREN, Mor. 


4-Station Selective Radio Speaker in Every Room 


In Columbus It's 


The NEIL HOUSE 


TOM SABREY, Mor. 


--HEINTZ:: 


TIRE SERVICE EQUIPMENT 
SECTIONAL REPAIR MOLDS 
TUBE PLATES SPOT PRESSES 
FULL CIRCLE TIRE TREADERS 
STEAM GENERATORS : HEAT BOOSTERS 
RUBBER BELT VULCANIZERS 
SEND FOR COMPLETE CATALOGUE 
JAMES C. HEINTZ & CO. 
3738 W. 14380 ST., CLEVELAND, OHIO 


WORLD'S LARGEST MANUFACTURERS 
OF TIRE SERVICE EQUIPMENT 
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Tire Stock Index 


Prices of common stocks of 
the tire and rubber manufac- 
turers are down nearly 40 per 
cent from the high point for 
the year attained during the 
week of August 31, according 
to the stock price indexes of 
the Standard Statistics Com- 
pany, of New York. A com- 
parison over the past few 
weeks of the tire and rubber 
stocks index with the indexes 
for 351 industrials follows: 


(1926 Average Equals AE 
Tires and 


1932 Rubber Todesirials 
39.3 61.6 
28.2 50.0 
33.1 56.5 
. 30.9 55.1 
Och. 285.5 25.9 49.4 
1932 High 40.0 61.6 
Low .. 14.4 31.9 
1931 High . 58.8 114.7 
Low .. 22.7 51.4 
Rubber Stocks 
(As of October 6) 
Bid Asked 
Firestone (1) ....-++ 12 15 
Firestone, pfd. A .: 59 61 
Fisk, common os % y 
Fisk, Ist pfd. . & % 
Fisk, 1st pfd. conv. .. 4) E74 
B. P Goodrich, com. 64 6% 
Goodrich, pfd. 19 22 
aoowes common ... 18%4 18% 
154 
1 
57%4 
Kay. Springheld, 564 
ey -Springfield, mE 
Kiy:Springheld, 20 
Kelly-Springfield, 3 
Lee, common ....+0++ 6 6% 
Norwalk, common . 1% 
Norwalk, pfd. ....... 27% 


Seiberling, common .. 234 3% 
United States, common 534 6 
United States, Ist pfd. 13 13% 


Rubber Market 


(As of October 6) 
(Per Pound, delivered New York) 


PLANTATION 

Bid Asked 
Spot + 3 9/16 
October oe 3 9/16 
November-December .. .. 356 

1933— 
January-March 3 13/16 
April-June . 4 
spoT 
First latex crepe ... 41% 
Thin pale latex . 44 
Clean thin brown 3 3/16 
Rolled brown crepe . 3 
No. 2 amber ... 3 5/16 
No. 3 amber . 
No. 4 amber ... 3 1/16 
PARAS 

Up-river, fine spot... .. 7% 
Acre, fine spot ......  .. 7% 
Caucho Bail Upper se 3 


CENTRALS 
Esmeraldas ......-... se as 
Guayule, washed, dried .. 12 
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Rubber Association Tire and Tube Statistics 


Representing 80 Per Cent of the Industry 
Pneumatic Casings—All Types 


.B—— 


ELECTRIC 


Why the 
HOT POINT Regroover? 


The SQUARE Cut—ADJUSTABLE Blade— 
DIRECT Heating; Are Exclusive Features. 


HOT POINT uscxoo = | 
REGROOVER Permanent in construction—Easy to operate. 


Builds a New Dept. for You—REGROOVING. 
Passenger Tire Set . 
Passenger and Truck 


The first 10 Tires sold will pay for it. 


Many HOT POINT Regroovers are Earning 
their cost EVERY DAY. The Most Profitable 
equipment in the Tire Shop, Makes Used 
Tires worth More Money; Brings in New Cus- 


Inventory- -Production- ‘Shipment: 

1932 1931 1932 1931 1932 1931 
January ...... 6,329,417 7,165,845 2,769, He 2,939,702 2,602,469 2,995,479 
February 7,337,796 7,628,520 3,188,274 2,042,289 2,721,347 
March - « 7,902,258 8,011,592 2,936, re 3,730,061 2,363,232 3,297,225 
April . 7,876,656 8,025,135 2,813,489 3,955,491 2,958,104 3,945,525 
ay + 7,502,953 8,249,856 3,056,050 4,543,003 3,406,493 4,332,137 

June . - 3,700,017 8,357,768 4,514,663 4,537,970 8,293,312 4,457,5| 
July . 4,962,285 7,935,565 2,893,463 3,941,187 1,923,276 4,369,526 
August 5, 327,179 7,117,037 2,471,361. 3,124,746 cA 2,123, el 3,967,987 
September . 3 6)826,762 zsesceae i587-576) 3,145,488 
October . - 6,640,052 379,004 2,261,322 
November - 6,335,227 2,000,630 2,309,971 
December 6,219,776 2,114,577 21225,036 


Total to date. 
‘otal for year. . 


24,552,862 29,960,434 25,713,065 30,086,735 


+ 38,992,220 + 40,048,552 


—_ Tubes—All Types 
January ...... 6,175,055 7,551,503 2,718,508 2,898,405 2,803,369 3,249,734 


February 
March . 


6,656,913 
November . 6,495,708 
December 6,337,570 


! 7/007'567 7}936,773 3,056,988 3,132,770 2,182,405 2,720,135 
. 7,558,177 8,379,974 2,801,602 3,559,644 2,148,899 3,031,279 
« 7,552,674 8,330,155 2,579,768 3,693,222 2,708,186 3,708,949 
. 7,130,625 8,438,799 2,727,462 4,329,731 3,093,593 4,224,594 
. 3,943,246 8,403,401 4,222,816 4,317,543 7,394,118 4,317,543 
. 4,779,814 1,671,801 2,349,761 3,964,174 1,727,750 4,664,964 
. 4,901,! Bet 7,019,217 2 198, soo 3,548,335 2,002,347 4,240,403 


2,461,578 2,250,494 
1,954,915 2,075,716 
2,077,704 2)213,261 


Total to date.. . 
Total for year. . 


fe 655,465 29,443,824 24,060,667 30,157,601 


+ 38,666, 376 + 40,017,175 


“Solid and Cushion Tires 


anuary . 75,205 12,631 13,072 
cbruaty 731338 11,358 12,915 
March 68,584 11,424 16,152 
April 64,369 11,610 15,445 
May 61,272 11°36 15,566 
June 57,482 11,764 157364 
July. 54/692 13370 16,051 
‘August 50/904 11,643 15,738 
September 45,99: 10,37. 12,786 
October 42,861 11,132 13,621 
November . 42,074 9,317 10,120 
December 38,815 10,272 10,705 
Total to date... 95,169 120,323 
Total for year. | 136,261 167,556 
BALATA Tubes 
Block, Ciudad .. 18 No. 1 ; “ 
Surinam, sheet’. 3i 32 No. 2 > 104i 0454 
Manuos, block . os High rertila 
Peruvian, block . 10 Supernccains Dhar noseagt Gere 
Serapi Rubber Red con Tapewce, sO49Q. 205 
(Dealer's et prices, f. 0. b. <7 eee 
New York) Canadian Prices Un- 


Blk. boots & shoes, ton.. 15.00 18.00 
Clean sol. truck tires, ton 26.50 27.00 
Tires, std., mxd., ton... 7.5 

Inner tubes, mxd., cwt. 1.25 1.30 
Inner tubes, red, cwt... 1.62 1,75 
Inner tubes, No. 1, cwt.. 2.75 3.00 
Inner tubes, No. 2, cwt.. 1.37 1.50 


Reclaimed Rubber 


(Per pound delivered consumer’s 
point) 


ick, 
Truck, light gravity 


changed 


Increase in tire prices made 
effective September 12 has not 
been adopted by the Canadian 
manufacturers. Whether gen- 
eral economic conditions in the 
Dominion will encourage an 
early advance in tire prices re- 
mains to be seen. 

The Canadian manufactur- 
ers contend that the Septem- 
ber 12 advance was occasioned 
by the imposition of ‘the 1932 
excise tax, a law which, of 
course, does not affect them. 


TIRES for 


FOX-GOODALE SUPPLY CO., Mfrs. 


1540 N. STREET LINCOLN, NEBR. 


tomers at a PROFIT. ORDER TODAY—It 
will make money for you the day you get it. 


Distributors and Agents Wanted. 


CLASSIFIED ADVERTISING 


15 cents a word (25 cents in caps); minimum 
charge, $3.00; payable in advance. In replying to 
box numbers address ‘‘Care of TIRES, 420 Lexing- 
ton Ave., New Yor 


ATTENTION SALESMEN SELLING TIRE 
REPAIRERS — Standard type valve insides. 
Correct price and guaranteed quality. Write 
for pocket sample and terms. Write Duryea 
Co. (Manufacturers), Hackensack, N. J. 


REGROOVE SMOOTH TIRES—It’s easy 
—cut tread designs in smooth tires with Tay- 
lor’s Tire Grooving Tool. Get more money for 
the tires—make them safer for the car driver. 
Big prone with small investment, $3.25, F.O.B. 
Oakland. Fine side line for tire salesmen. 
L. C. Taylor, 2125 Harrison St., Oakland, Cal. 


QUALITY TIRES rebuilt like new 28x4.75, 
98 cents each. Fancy cemented patches 1 cent 
each, Quality camel back for retreading $15.00 
per 100 lbs. We have no competitors. Write 
us. Rubber Products Co., Fort Worth, Texas. 


Valve Cores, Valve Caps, Tire Gauges. A 
good line. Some territory still open. Wil- 
Del Mfg. Co., Wilmington, Delaware. 


EXPERIENCED ASSISTANT TO 
BRANCH _SALES _MANAGER— WITH 
GOOD RECORD SELLING DEALERS 
AND FLEET OWNERS. HANDLE COR- 
RESPONDENCE AND SALES PROMO- 
TION. CAPABLE STENOGRAPHER, 
SEEKS OPPORTUNITY. BOX 142, TIRES, 
ee eee ean AVENUE, NEW YORK, 


REGROOVE TIRES—Make big money by 
regrooving your smooth tires! Our tire re- 
groover does the nicest, easiest and quickest 
work on a smooth tire of any regroover on 
the market. It cuts four different size grooves 
and sells -for $7.50. Guaranteed for one year. 
Peerless Electric Tire Regroover Co., 1703 E. 
10th St., Oklahoma City, Okla. 


TIRE SALESMAN—Ten years’ experience, 
traveled through twenty-eight states, wishes 
to make connection with some manufacturer. 
E. F. Brown, 24 Clinton St., Brooklyn, N. Y. 
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Tyrwelder 


TIRE REPAIR 
EQUIPMENT 


Assures_ excellent re- 
sults. Cures under tre- 
mendous pressure, 
applying heat directly 
against raw repair, in- 
side and outside. In- 
creases business and 
profits. 
Send for Catalog 


THE AKRON TYRWELDER CO. 
Division of The Akron Equipment Co. 
AKRON OHIO 


Why... 


be satisfied with just an 
average proposition when 
you can connect with 


MOHAWK? 


Write or wire 


The Mohawk Rubber Co. 


AKRON, OHIO 


For quick tire inspection, 


Save time and trouble tie Ainox'* writs 


a a ee Gy epemorts 
if 4 patent as no equal. 
with this handy tire "U2. Ror "ths tire 
injury, snd ae for re Re 
oi lke as 
spreader Biree ceareanie 
All sizes—Small, Medium 
and Large sizes. 
Write for folder showing 


these handy spreaders—also 
for bulletin describing the 
new line of AKRON-WIL- 
LIAMS YVuleanizers. 


HILYARD-NEW- 
BOLD CO. 


106 Washington Street 
Norristown, Pa. 


AKRON S 


Chas. C. Kerner, Export Mgr. Tire repair it 
152 Chambers 8t., New York, N. ¥. See a 
49 


WANTED 


Several substantial Standard Brand Tire 
Dealers, Preferably located in Eastern States, 
to whom we may offer the most remarkable 
Proposition ever offered a dealer by any 
tire manufacturer. This special proposition 


will be made only to a select few in strictest 
confidence and will place them in an abso- 
lutely unbeatable position to compete for 
business. 

Address: Tire Manufacturer, 


Box No. 140, c/o TIRES 
420 Lexington Ave., New York, N. Y. 


SAFETY 


FULL CIRCLE RETREADERS 
and SECTIONAL MOLDS 
SEND FOR 
COMPLETE CATALOG 


SAFETY VULCANIZER CO. 
875 W. 120th St., Chicago, Ill. 


RETREADERS 
ATTENTION 


We have large quantities casings and c 
casses for retreading and rebuilding pur- 
poses ALL SIZES. 


Get in touch with us for 
Our New Low Prices. 


A. LOWENSTEIN 
110 Lillie St. Newark, N. J. 


Equipment Bargains 
Special 


Flexible Shaft Buffers, Complete, up from. 

Ball Bearing Wexible Shafts with Coupling, up from 9.75 
Regroovers—Electric with 3 Blades, i 
Tube Plates—Electric Automatic 

Tire Changers—Full Size—12 inch 


Aluminum Bead Plates, all rim diamet T set. 

A gigantic stock of used equipment—Passenger, Truck 
and Bus Molds, Retreaders, Buffers, Boilers, Air Com- 
Dressors, etc. 


Write for List 


WESTERN RUBBER MOLD CO. 
709 So. Kolmar Ave., Chicago, U. S. A. 


INDEX TO ADVERTISERS 


A 
Ace Rubber Products Co. 
Akron-Tyrwelder Ci 
Akron-Williams . 


B 

Box No, 140 2... cccccecscccccccevescsccscece oe 50 
c 

Carlisle Tire & Rubber Co. 3 

Corduroy Rubber Co. ..... 14 
D 

DeWitt Operated Hotels ...... eeeeeceeee seeeees 47 
¥F 

Firestone Tire & Rubber Co. .. 10-11 

Fisk Tire Co., The ...... -Third Cover 

Fox-Goodale Supply Go. 49 


G 


H 


Heintz, James C., & Co. 
Hilyard-Newbold Co. 
Hood Tire Corp, .... 


x 
India Tire & Rubber och yo eneteeecscarcrosees 35 
° a Ws 


at 
elly- Shei ld Tire Co. ‘we A Cover 
(Kwidk-! Mfg. Co., Inc, -B.. 45 


Marathon Rubber Co., Inc. 
Mohawk Rubber Co. .. 


National Carbon Co., Inc. 


Norwalk Tire & Rubber Co., ine. ; 37 
2 P 

Peco Mfg. Co. 13 

Pennsylvania Rubber Co. ci amenton, “Ine 32 

Pharis Tire & Rubber Co., 4 
8 

Safety Vulcanizer Co. ... 50 

Schrader’s Son, A., Inc, 31 
rT 

Turner Foundry & Machine Co. .............., 47 


U 


United States Rubber Co 
Universal Battery Co. ... 


w 
Western Rubber Mold Co. 


Classified Advertising will be found on page 49 


This index is maintained for the convenience of our 
readers. It is not a part of the advertiser's contract and 
TirEs assumes no responsibility to advertisers for its cor- 
rectness. 
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HOW ABOUT 


» 1932 — only two 
g months to go, and 


it will be history. 


OW and not two months hence is the time to 
check results . . . Don’t hesitate to make a 
change. Get set for 1933 on a profitable basis. 


General business conditions are improving and 1933 
will be a profitable year for the aggressive independ- 
ent tire merchant whose business is so organized that 
he can cash in on the better opportunities that 1933 
will offer. 


Don’t continue to play a losing we) Select a line 


that will assure you a ‘ae 


Agegressiv. ches Wen are joinin; 
crea Ry Be fers. every oP 


= = ; eyes or Pa Sales plan. 
Time To Re-tire : 
GET A FISK! plan is designed 100% for 


TRADE MARK REG.US,PAT. OFF 
CS Merchant who wants permanence 


profits.” 


Now is the time to eet straightened away for next year 


THE MOST PROFITABLE FRANCHISE IN THE INDUSTRY 


THE FISK TIRE COMPANY, Inc. 


CHICOPEE FALLS = ““"ite Department 5 for full MASSACHUSETTS 


particulars of policy 


MA ATHON © 


yp years V NAME OF CUAL UTY 


ve Tv Jae 


PROTECTED 
TERRITORY 


EET and beat extra tough 

competition at a profit with 
quality Marathons. A live line 
for live distributors... 20th 
successful year. A dependable 
tie-up—Marathon stability keeps 
you competitive with the in- 
dustry — always! Check into it 
today — use coupon. 


Heavy Duty Marathon Tires 
Standard Marathon Tires 
Marathon Runner Tires 
Marathon Tubes 
Marathon Truck Marathon Bus 
Tires Balloons 


MARATHON RUBBER COMPANY, Inc. 
AKRON, OHIO 


Without obligation kindly soba PT URN 7 A 


Territory Proposition 


DESIGN DIV, 


TO 


DESIGN DIV. 


First Line*—6 and 8 “Plies” 


Beneath its handsome thick tough Center Grip 
Tread the Standard Marathon has two layers of 
shock-absorbing Cord fabric (really Cord “breaker 
strips” — NOT “ Plies”); and 4 full plies in sizes up 
to 6.00; 6 full plies in 6.00 and larger sizes 


*Equal to the average of 
the LEADING first line tires 
in performance 


eR 
Ae 


ee 
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